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rdware Age 


Founded 1855 


Three Dollars a Year 











STAR Brushes 


ew They Stay Sold 


TAR Brushes never come back from 

painters who know their business. They 
stay on the job until they’re finished. We 
make imperfect brushes, accidentally, now 
and then. But we keep them here. You 
never see them. The painter never gets 
them. 


We make hundreds of different brushes. 
We carry a big stock. We fill repeat orders 
instantly. And our brushes move out of 
dealers’ stores regularly and quickly. They 
move out on jobs and stay there. They 
don’t come back to you and they don’t come 
back to us. 


Our catalog tells the story. 
Write for it. 


THE Star BrusH Mec. Co. 


Incorporated 

HUNTERS POINT AVE. & MANLY ST. 
LONG ISLAND CITY, NEW YORK 
CHICAGO: 1113 N. FRANKLIN ST. 



















Points of 
Superiority 


] The 
HANDLE 
Scientifically bal 
anced for each 
type of brush. 
Clear grained 
wood. Beauti 
fully finished. 


2 FERRULES 
Made by us. 
Nickeled tin, riv- 
eted joint. Se- 
curelv nailed te 
handle. 





SETTING 
The new “Bull 
Grip” setting of 
new live rubber. 
Supports a 
weight of 250 
‘bs. Unaffected 
by solvents 
which ruin ordi- 
nary settings. 


4 The 
BRISTLES 


Pure China 
Bristles, steri 
lized, carefull 

graded and vulca 
nized in the set- 
ting. 


5 5 LAYERS 


of Bristles, one 
above the other 
give Star 
Brushes an extra 
long life of clean, 
smooth, easy 
brushing. 
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LADIES’ HOME 
® 


The bow 
BOOTH TARKINGTON and JOHN BARRY 


‘ ° Paes 
al a te te 
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15 Publications 
16,674,278 Circulation 


E are buying more than double 

last year’s magazine circulation 
to tell the 1927 story for 
1847 RoGers Bros. Silverplate. 
For we feel that the most appealing 
advertising story in our history de- 
serves the widest dissemination we 
can give it. 


So we're stepping on the gas. 
and shooting ahead full speed in our 
1927 advertising program. We're 
doubling our advertising for you in 
order to help you double your silver- 
ware sales. 


‘1847 ROGERS BROS: 


SILVER PLATE 


Ay 
ey NTERNATIONAL SILVER CO. Big Yo 


Salesrooms: New York, Chicago, San Francisco 
Canada: International Silver Company of Canada, Limited, 
Hamilton, Ont. 
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HARDWARE AGE, eum weekly by the IRON AGE PUBLISHING ©O., at 239 West 39th Street, New York, N. 
class matter May 22, 1913, at the Post Office at New York, under the Act of Maret - 1879. (Printed in U. S. A.). 


25c. each. Vol. 120, 
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$3.00 per year. 
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ls that 
keels Shak 


GREENLEE 


No.22 
Solid~Center 
Auger Bits 


































HEN you sell any 
Lf tool, you are, natu- 
rally, very much inter- 
ested in what will result from that 
particular sale. Will it make a satis- 
fied customer—and repeat orders—or 
will it lose future sales for you? 

If you are to be sure of the answer, you 
must be sure of the tool. In other words, sell 
only good tools—those made from correct 
materials by workmen who know how to handle 
them. 

And when it comes to Solid Center Auger Bits, 
you may be sure that a Greenlee will “stay sold” 
through the satisfaction it will give. This is because 
they are made from high-grade auger bit steel by work- 
men of long experience, and are carefully formed, finished 
and inspected. 





nn 









It will pay you to become better acquainted with 
the Greenlee line of Auger Bits, Chisels, Gouges. 
Draw Knives, etc. Write for catalog No. 27. 


GREENLEE BROS. & CO. 


Rockford, Illinois 


EASTERN SALES OFFICE: 
126 Chambers St., New York City 






asy Boring 
Smooth Cutting 
last Feeding 
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The upper teeth slant 


backw ard. 


The lower teeth 
push forward, 
Uidog’s 








WALWORTH 


STILLSON 






They’re forged deep, 
and they stay sharp 


A Walworth STILLSON bites both ways 
at once. It can’t slip. It can’t jam, either. 


When you are selling a man a STILLSON, 
open up the jaws and show him how sharp and 
deep the teeth are. Walworth forges them like 
that out ‘of hard tool steel and then toughens 
the working parts by a heat treatment which 
makes the Walworth STILLSON last for years 
after a less carefully made wrench would be a 
worn out wreck. 


All sizes. from 6 to 48 inches, carry the 
Walworth STILLSON trade-mark in a diamond 
on the top jaw of the wrench. 





WALWORTH COMPANY 
51 East 42nd Street, New York 


Distributors in Principal Cities of the World 
Walworth, Limited, 10 Cathcart St., Montreal, P. Q. 


= AT 
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Copyrighted 1926. Pat. Applied For 











PEE GEE 
Color Selectors 


Each Selector (one for ex- 
teriors and one forinteriors) 
by a simple turn of the dial 
brings to view 15 attractive 
color schemes, They solve 
the problem of color harmo- 
ny and they help sell paint. 
Chere’s nocharge-justwrite. 
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| 

Here is a complete Pee Gee | 
Paint Department for your store 
| | Ci i iaerneny oat oa | 


vestment in merchandise and that they must devote 
a large section of floor space to it. 


Illustrated above is a complete Pee Gee paint de- 
partment. The stock covers every ordinary require- 
ment of the average store. It’s all you need. 


The photograph gives you a good idea of how 
little shelf and floor space is required. This complete 
department, including special steel shelving if you 
want it, represents an investment of less than $500. 


There’s profit in Pee Gee paints and we'll tell you 
how to make it; then we'll go out and show you 
how to do it. 


If Pee Gee is not represented in your town, write 
us at once—no obligation to you involved. 


Peaslee-Gaulbert Co. 


INCORPORATED 
: LOUISVILLE - ATLANTA - DALLAS - HOUSTON - 





LG 
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WALLS 


an Immense 


Field for Profit 


Here are unlimited profit possibilities for Alabastine 
dealers. A national advertising campaign—reaching 
more than 25,000,000 people month after month— 
home owners, builders, decorators, rental agents, house- 
wives—has created a universal demand for that finest 
of wall coatings, Alabastine. We send customers into 
your store by our extensive advertising. 

3 a Alabastiné @4n be prepared and applied with the ut- 
most simplicity. Beautiful interiors are possible through 
a choice of twenty colors. It is sanitary, durable, non- 
fading, inexpensive. It does not rub off, yet washes 
off easily. 


More than 30,000 dealers throughout the country now 
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Bie supply this profitable and dependable product to mil- 
og lions of satisfied users. A share of that profit should 
gee be yours. Get in touch with your jobber today. 
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Let us help you to make real profits, Mr. Dealer. Write 
for our booklet illustrating attractive, new Opaline effects 
obtained with Alabastine—a revelation to you and your 
customers. Also ask for information concerning our 
special Stencil offer, and our free offer of high grade, 
all bristles, 7-inch wall brush. And at the same time 
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Look for the Cross permit us to put you on our list, along with thousands 
and Circle of other dealers, to receive, without cost, our helpful 
Printed in Red and interesting publication, “Brush and Pail.” 








Alabastine Company - Grand Rapids, Mich. 


INSTEAD OF KALSOMINE OR WALLPAPER 
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Color Circles ! 
Every one of the. Valspar Lacquer 
colors is reproduced on the label in 
circles of various sizes. Thus, every 
can is a color chart. 














- VALSPAR 


BRUSHING 


LACQUER 


Every Can 
a Color Chart 


IFTEEN fascinating, new colors— 
and all reproduced on the label of the 
Valspar Lacquer can to help increase 
your sales. 
You know how it is. A customer buys 
a certain color, and when he gets home 
he finds he would also like some other 
color. By having all the Valspar Lacquer 
Colors on the label, he can choose just 
the ones he wants. 


Here are a few definite reasons why 
Valspar Lacquer is as superior to other 
brushing lacquers as Valspar is to other 
varnishes. 

1. You can brush it longer. Actual tests show 


that Valspar Lacquer can be brushed from 
two to four times as long as other lacquers. 





2. May be used outdoors, too. Valspar Lacquer 
is waterproof and may be safely recom- 
mended for outdoor use. 


3. Advertising that helps you sell: — Valspar 
Lacquer is backed by powerful advertising 
that makes your customers want to buy it. 


VALENTINE & COMPANY 


Largest Manufacturers of High-Grade Varnishes in the World—Established 1832 
New York Chicago Boston Toronto London Paris Amsterdam 
Ww. P. FULLER & co., Pacific Coast 
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Paints 13 
Varnishes 
Duco 



































“Many New Customers” 


“We have become acquainted with 
many new customers which Duco has 
brought to our store, afd can only 
speak highly of your advertising which 
you have on this merchandise.” 


R. SCHMALL AND SON 
Jamaica, N. Y. 


Write for the du Pont proposi- 
tion to E. I. du Pont de Ne- 
mours & Co., Inc., Indepen- 
dence Square, Philadelphia, 
Pa,; 21 E. 40th St., N. Y. C.; 
2100 Elston Ave:, Chicago, 
Ill.; Everett Station No. 49, 
Boston, Mass.; 569 Mission 
Street, San Francisco, Cal. 





PAINTS 


— VARNISHES — ENAMELS — DUCO 
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QC Abraham Lincoln once wrote to a young student, ‘If you are reso- 


lutely determined to make a lawyer of yourself, the thing is half 

pm done already.’ Resolutely determined! Doesn’t that apply to making a Pe 
goods as well? I believe that half the success of Murphy Varnish * 
Company is due to its resolute determination to make good varnish. 99 


| 


Sy 





MURPHY DA-COTE VARNISH STAIN 


1S fast coming into its own 


It varnishes and stains in one operation. A combination of Murphy quality var- 
nish and wood dyes that makes an instant appeal to the home painter. 

Just the thing for floors, baseboards, furniture, doors and all woodwork —in- 
terior or exterior... A good, sound, typically Murphy Da-Cote product. Easy 
to apply. Dries overnight with a high lustre and toughness that stands up against 
hard usage. Colors commercially permanent. 


One gallon covers 500 sq. ft. for one coat, 275 sq. ft. for two coats. 


Five colors to choose from: 


LIGHT OAK + DARK OAK + LIGHT MAHOGANY 
WALNUT » DARK MAHOGANY - GROUND COLOR 


There’s a big and increasing market for good varnish stain. Murphy 
is made to se// this market. Have you ordered your stock? 


Murphy 


VARNISH Stain 
MURPHY VARNISH COMPANY 


NEWARK + CHICAGO +: SAN FRANCISCO - MONTREAL 
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Cash In On These Cans 


Turpentine seldom helped to advertise a paint dealer’s business until— 
Hercules Steam-Distilled Wood Turpentine was put out in cans. 


The old turpentine drum was too big to place in a show window. But since 
Hercules Turpentine has been packed in one and five-gallon cans, these 
attractive orange and black containers have helped to set off many a paint 
dealer’s show window, counters and shelves. 


7 


And they have brought business—extra business secured from passersby 
in need of paint, varnish and turpentine and whose attention was obtained 
by the attractive display. 


The alert dealer sells his whole line—when he sells paint he sells turpen- 
tine. Because it is widely advertised and comes in convenient containers, 
Hercules Turpentine is easy to sell. 


HERCULES POWDER, COMPANY 
INCORPORATED 
956 Market Street : pa Wilmington, Delaware 














ii 
ie 
ea 
a 
a 
4 
eI 
bes 
he 
4 
ie 


ONT 


a ae 





PERE EI. 


Oy TER hid 9 =~ 

















HARDWARE AGE for AUGUST 25, 1927 


11 








: eel & Wire 





HE primary value of a nail is 
in the quality of the steel and 
in the perfect drawing of the wire, then 
in the shaping of the head and the cutting 
of the point. Where the hard steel quality is 
used in the wire, which is most requisite and 
necessary for the stiffness of the nail, the shap- 
ing of the head and the cutting of the point is 
naturally difficult and expensive; which if a 
softer quality of steel is used, it is easier and 
cheaper. Hence the basic merit of the nail is 
least apparent on sight — it is hidden in 
the sturdy character of the hard steel that is 
demonstrated only in driving. There is real 
economy in buying this quality as the softer 
quality may spoil a job and the consequent 
damage done makes it high at any price. 
The heads and points of our nails are 
shaped from the hard, sturdy steel, by the 
most deft machinery, under the keen super- 
vising eye of inspectors. Study an American 
Steel & Wire Company’s nail, note the clean, 
sharp point, the firm set head showing 
ample metal, the well punched barbing, the 
accurate gauge, and above all test that which 
does not appear at first glance—the great 
strength of the steel that holds straight in 
driving. And further, our nails are packed 
full weight, 100 pounds net, in each keg. 


eettese Steel & Wire Co. 


ta oA LES OFFICES - 
CHICA treet + « « « « »80Church Street 
4 Har N a Balding Bost oRK meso @ ea 9 186 Franklin Street 
ui cin xepaton frast Bulldog PHILADELPHIA : : : .” Widener Bui De 
M hace ts K ATLANTA. 2 Same Kreat 
paerchante Fay) 1 pani Bldg... § “st.Paul WORCESTER . . - rove Btrest 
8. ue a Pity A OFPALO . °..°.” S70 Bilicott Street 
o> venue ° 
A ony . First Nat’! Bank pas: Wit LK BARRE . Miners Bank 


Brown- M: #S3A ir oe a 
» Union and Planters Bank Bl ios NGELES —. "207 K. Slauson Ave. 
First National Bank t . *SEA 4 * laiee ee) 
. Walker Bank b> *Uni States Steel Products Company 
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No. 80 new model motor wrench 


Halt-sold Already 


Most every car owner who comes into 
your store is already half sold on B & C 
motor wrench No. 80. He may never 
have seen the wrench but in his mind is 
a picture of just what an auto wrench 


should be. 


Even if he did not come in for a wrench 
when you show him No. 80 it will check 
with his idea df a good wrench and he 
will buy. 


Mail the coupon for a copy of the B & C catalog. 


Bemis & Call Co. 


WRENCHES 
Springfield, Mass. 


SER SBS SSBB SS SSS SSS SSeS eee 
BEMIS & CALL CO. 
Springfield, Mass. 


Please send me your catalog and name of your nearest jobber. 
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The NEW “YANKEE” 


Ratchet Brace No. 2100 


With the famous Yankee Ratchet. Works like a 
watch. Unbreakable, — Dust-proof, — Moisture-proof. 
New Chuck holds any bit (Round, Square or Taper 
Shank) accurately, and can’t loosen. Made and - 
ished like a precision tool. Never a brace like it. 


COUNTER DEMONSTRATOR 9 


This is furnished (free of charge) with every three 
braces, if specified on the order. Helps the user sell 
himself. Better phone or write your jobber at once. 


NORTH BROS. MFG. CO. 
PHILADELPHIA, PA. 











ae 
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Sell “ACME” ball bearing casters—they roll 
easily, quietly, smoothly in any direction. That’s 
why “ACMES” sell fast with a very generous 
profit for the dealer. 


BALL BEARING 






Stock “ACMES” and increase your caster business 


From Your Jobber Send for Catalog 
The Schatz Manufacturing Company 
POUGHKEEPSIE, N. Y. 


Agents: J. C. McCarty & Co., 253 Broadway 
N. Y. City 


“ROLL ALONG ON ACMES"§)' 





























Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 
Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 


Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 


Chain Hardware Stores in United States and Canada. 


5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 


Department Stores carrying hardware and housefurnish- 
ings in the United States. 


Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 


Automobile Accessories Jobbers. 
Mill, Steam, Mine and Machinery Supplies Dealers. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers. 
— Order Houses handling hardware and housefurnish- 
gs. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 
Radio and Electrical Goods Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is indis- 
ble in economic direct-by-mail — work and ,also a 
pful guide for salesmen’s calls. ery sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was lished there 
have been more than 10,000 additions and correct , and these 
all appear in the current Eighth Edition. 


Hardwere Wholesalers find Verified LAist of great value in 
“‘checking’”’ thet, retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 











<= Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 


Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Geergetown, Conn. Chicage Kansas City 
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GUN IMPLEMENTS 


FOR EVERYONE 
WHO USES GUN, RIFLE OR REVOLVER 
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No. 246B Rifle Cleaning Brush. 








No. 141B Brass Rifle Cleaning Rod 





No. 95 Shot-Gun Cleaning Rod and Implements 
10-28 and .410 Ga. 





Genuine Tomlinson Cleaner 





No. 161 Loading and Cleaning Set 


o> ae iT. 
(GRRE) UARDWARE COMPANY) 





in | @talo 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U. S. A. 


New York Office 151 Chambers Street 
Established 1854 Incorporated 1864 
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MOE’S POULTRY SUPPLIES 





“Moe’s Line” is a distinctive and complete line of Poultry 
Equipment. Moderate in price, and popular with poultry raisers. 
Quality the best. Write for Catalog and prices. 


HoEFT & COMPANY 


2305 Davis St. North Chicago, III. 


This Handsome Metal Display Cabinet 
Free with Every Premax Order 


There’s no time like the 
present to cash in on 
house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 
Luxe Models. 


PREMAX PRODUCTS 
NIAGARA METAL STAMPING 
CORP. 
Dept. HA-6 Ri A 





The Premas Houseful 
ereates sales end 
keepe 








Niagara Falls, New York orderly. 














CRACKPROOF 











garden atest = 





PIONEER RUBBER MILLS 


Repidlg becoming the world’s largest manufacturer of garden hese. 


New York Chicago San Francisce 
Seattle Tacoma Portland 
Salt Lake Denver Les Angeles 





Wall Ces Alt 


a 
Per Set 
FF | oS in Solid Brass 
F ea Per Set 





= inrustproofed 
Steel 





SOLD ONLY THRU THE HARDWARE TRADE 


VINCENT WHITNEY (OMPANY 


89 FEDERAL ST., 365 MARKET ST., 
BOSTON, MASS. SAN FRANCISCO, CAL. 






































IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 


WOMEN’S MAGAZINES 


Women everywhere 

dishes in the os =, —— 

advertise in 00C 

N Housekeeping, Wo0- 

aamereeean Bspaceof ONE fost, dnc: 

: i ican Cookery, and Bet- 

Ice Boxes Hank sToMAun space °° ter Homes and Gar- 

i + fla want a set. 

t’s a 
Sales-Pulling 

Premium 







| ADVERTISED IN 


» MPs » 
jus parcel postage, weight 10 lbs. 
Instores—look forthe trade name 


Spaso-Savo”’ on every dish. 
Spree Saver Dish Company 


SPACE-SAVER DISH CO. 
203 W. Madison St. CHICAGO 


To help sell refriger- 
ators offer a set of 
these with each. Also 
trade winner for spe- 
cial sale leader. 











Prepare for 


Week 


SELL THE BEST 
BURNER 


Made of High-Carbon 
Steel 1%” x No. 18 
gauge. 


Model D List 85.00 
Model E List $6.00 


Less 40/10% 
Freight paid on initial order. 


H. B. BORNSIDE 


Manufacturer and 
atentee 


Providence, R. I. 
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A “Wrench Store” in 
Condensed Form 





CASEMENT 
OPERATOR 


This Operator has 
been on the market six 
years; has been used 
from Coast to Coast in 
all sorts of buildings— 
both public and private 

so we will simply 
state here that it opens 
and closes Outswinging 
Casement Windows 





You'll be surprised at 
the volume of wrench 
business this attractive 
little display cabinet brings 
you. It’s stocked with a 
varied assortment, care- 
fully planned to meet the 
needs of the garage, ga- 
rage mechanic, car owner, 
mill, factory, etc. 


Contains all the most 
popular forms of wrenches 





Fig. 1. 


from within, locks the 
sash in any position and 
is powerful enough to 
overcome binding and 
rattling. Screens and 
curtains may be hung 





including Tomahawk and Fits-a-Ford types. Sockets of inside without interfer- 
CHROME NICKEL steel, toughest steel for socket use, ing with operation. 

tapered for easy access to the hard-to-get-at places. Simple, strong, prac- 
All-steel Cabinet in handsome dark blue and orange, 17 x tical —. d absolutely 
23%4 x 10 in., with assortment of 62 Wrenches, Sockets and guaranteed, an Asset. 00 

* the popular outswinging : 

Parts, complete. Dealer net price $25.85. casement. _ Placed on 

Write for Walden-Worcester Wrench Catalog 27. = frsger hy ag 

STEVENS WALDEN-WORCESTER, INC. ures 1 and 2. 
Mfrs. Walden-Worcester Wrenches and Stevens “‘Speed-Up’’ Tools. Circular upon request 

Worcester, Mass. : piste Fig. 2 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 10! PARK AVENUE, N. Y. 




















The height of ¢he GLASS CLOTH sea- 
son is not far away. Be ready for the 
record-breaking demand that the new, 
improved, super-strength GLASS CLOTH 
is bound to bring. Order a roll right 
away and get free posters and powerful 
selling helps. Ask about the Roll Holder 
which is supplied with 100-yard orders 
for only cost of packing and handling. 
Most convenient way to handle GLASS CLOTH. Attaches 
to counter, table, wall or ceiling. 

GLASS CLOTH is the ideal substitute for glass. Ex- 
tremely durable, weatherproof and admits the ultra-violet 
health rays of the sun. (Plain glass filters them out.) Used 
on laying houses, scratch sheds, hot beds, porches, screen 


WwoopD SCREWS doors, windows, etc. Makes hens lay all winter. 
FREE SAMPLE—Mail the coupon for a Free Sample of 





2 
BRIDGEPORT. CONN. 











Rivets Roofing Nails Scratch Brush Wire GLASS CLOTH, the original and most durable of glass 
# substitutes. Big, easy dealer profits. 

5 TURNER BROS., Dept. T311, Bladen, Neb. 

Bridgeport, Conn., U. S. A. 4 TURNER BROS., Dept. 138i, Bladen, Neb. : 

3 1 Send me sample and dealer selling plan. ' 

. Representatives: + Send me ...... (50 or 100) yds. GLASS CLOTH on regular terms. - 

George E. Quigiey, Detroit a 

Milton Pray Co a Francisco, Los Aggeies, Seattle RM cats gy ede pe ore Me wn ua vide a 6 ale daa alee Menianeanaes ie uJ 

G. M. Baird & Co., Memphis, Tenn. ' ' 

: INE Sia bids adres hon is Panes d a oe sa We celia gd pacman cl aieeda L 
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Every Hardware Buyer 


Needs Hardware Age 








No sane business man would think of 
buying stock in Wall Street without first 
looking up the market quotations in his 
daily newspaper. 


Real hardware merchants are just as careful to look 
up the current market prices in an authoritative 
Hardware paper. Money can be made at the duy- 
ing end of your business as well as at the selling end. 


Keep posted each week on the hardware market 
prices which are quoted in HARDWARE AGE. Just as 
you consult your thermometer to see how hot or cold 
the temperature, so should you consult this reliable 
business barometer to obtain information that will 
enable you to buy at or near the bottom every time. 


HARDWARE AGE 


‘The weekly text book of hardware merchandising ” 
239 West 39th St. -t- New York 





YEARLY SUBSCRIPTION RATES: United States, $3.00; Canada, $4.00; Foreign, $6.00 
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Hardware—and House Furnishings 


You have two main markets for solid-braided 
cotton cord, that require two products and 


two selling methods. 
(See Hardware Age, Aug. 4, 1927) 
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SAMSON SPOT 


SASH CORD 


Purchased by Builders and used for hang- 
ing windows. Home buyers are looking 
for value these days. Builders find it 
cheapest to install Samson Spot Sash Cord 
the first time. -Dealers make a good profit 
because Samson Spot costs more—and is 
worth more. 


It is the best material for hanging windows. 
Outwears all substitutes. No noise, no fric- 
tion. Firmly and evenly braided of extra 
quality cotton yarn spun in our own mills. 
Free from adulterants and imperfections. 
Strong, fully stretched, smooth and uni- 
form, and identified for life by the colored 
spots, our trade mark. 


We also make other qualities, each the best 


of its kind. 


Occupies about a foot of counter or window 
space, displays one hank, and permits ex- 
amination of the line. Over 3000 in use. 
Sent with order. 


“There IS a Difference 
in Sash Cord” 








Catalog— 


containing full information cover- 
ing solid braided cotton cord of 
all kinds and sizes and for all 
purposes. Ask for a copy, please. 


BLACK-BIRD 


CLOTHES LINE 


Purchased by Householders and used for 
hanging clothes. People are showing more 
interest in clothesline. They want a cord 
that will wear well, will not stretch or shrink 
unduly, and will not stain clothes, roughen 
hands, or split clothespins. 


Black-Bird Clothes Line meets all these re- 
quirements. It is solid braided cotton, 
similar to high grade sash cord, but more 
pliable. Fully stretched, with a smooth 
glazed finish, and free from adulterations 
or flaws. Put up in 50 ft., 75 ft. and 100 ft. 
hanks, or on reels or tubes. Made in Sizes 


Nos. 6, 7 and 8. 


No extra charge. 























a sre Samee eenmak> PS eM 




















Roll 


TITITIIIII LLL Leer ee 


SHON Ssmhooamaaanaeans 


It never rusts. 
100 lineal feet to the 


It comes in 14, 16 and 
roll. You cannot sell a more satisfactory wire cloth. 
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The Zinc provides the neces- 





Cortland Gray-wick 


Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Your jobber will supply you 


Our Other Brands of Screen Cloth 


Bronze Screen Wire Cloth 
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Ice 


e 
Customers have written us that WICKWIRE BRONZE Wire 


Cloth is still good after 24 years of service. 
This unusual service is the best proof of satisfactory wearing 


quality. WICKWIRE BRONZE is made from a special alloy 


of 90% Copper and 10% Zinc. 
sary tensile strength, as well as the ability to resist corrosion, 


which rapidly ruins pure copper. 
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after roll has withstood the severest climatic conditions. 
WICKWIRE BROTHERS BRONZE Screen Wire Cloth is 


18 Mesh, in even inch widths 18” to 48”. 


is not affected by salt air, acids or gases. 
always made from Full Gauge Wire. 
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Costs More 
Than Steel 


Wire Cloth, 


But— 
More than 


Returns 
the 
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A Real Buddy L tool chest 
for Boys _ 


Built like a real carpenter's chest, 
finished in durable red and black 
colors and filled with such well- 
known standard brands of tools as 
Disston, Plumbs, Stanley, Millers 
Falls, Vaughan & Bushnell, Green- 
lee Bros. and others; sold to you 
at a price that gives you a splendid 
profit and still retail at a popular 
price. Four different numbers the 
largest having thirty-five different 
items, all put up in the same size 
chest measuring 23x11x7. Each sale 
makes a permanent customer be- 
cause our educational service pro- 
gram will supply each boy with 
plans of interesting things to make, 
which wili be obtainable through you. 
Every boy knows the Buddy “L” name 
a real guarantee of satisfaction to him. 
These Buddy “L” chests of tools will 
be advertised in the leading magazines 
and newspapers during the coming fall 
and holiday season. 
Send today for complete information 
on our chests, prices, discounts, and 
the complete Buddy “L” line. 


























MOL! NE PRESSED STEEL 


EAST MOLINE, ILL. 
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SSEO. Shet 


















$60,000 
worth 






No. 208—Coach 





















No. 300—Sand Screener 
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Buddy “L” 
All Steel Playthings 


Sold by One Store— 


Hardware, Sporting Goods, Depart- 
ment and Toy Stores everywhere in 
the United States and Canada are 
handling these tremendously popular 
f-, Buddy “L” pressed steel playthings. 


One large department store in New 
York City sold $60,000 worth of these 
famous Buddy “L” playthings in one 
year. 








Every boy knows 
Buddy’ ‘L” Toys 
Children demand Buddy “L” play- 


things because they are perfect work- 
ing models of trucks, fire engines, 
concrete mixers and many other pieces 
of machinery dear to the heart of 
every boy. They are real construction 
playthings. 

Parents buy them because they are 
made to last—built of heavy gauged 
steeh, finished with two coats of baked- 
on enamel. 
Advertising in the general magazines 
is going to make these playthings 
more popular than ever. Write today 
for full particulars on this highly 
profitable line. 


Moline Pressed Steel Co. 


EAST MOLINE, ILL. 


Send for Catalog 
and the Story of Buddy “L”’ 
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40 Years of 
—e —==.Finer Wheel Goods 

















No 12 Coaster 
Wagon 












A Dealer’s 
Wheel of Fortune 


Toledo- Blue Streak 
Distinctive Children’s 
Vehicles 


Every Number A 
Winning Number 


No 755 Automobile 








No. 85 Race Cycle 





No 792 Scooter 






Eastern Sales Offices Western Sales Offices 


NEW YORK No. 181 Velocipede DENVER 
A. S. F son Co., 215 Fourth Ave. Theo. J. P. Maus, 212 Tabcr Bidg., 
Jacobs & Kassler. 9-11 E. 16th St. 16th and Curtis Sts. 
Joseph Davidson, 5 East 17th St. PORTLAND 
PHILADELPHIA C. S. Unna Co., 525 Terminal Sales 
Thos. E. James, 45 North Third St. Bidg. 
BALTIMORE SAN FRANCISCO 
Harry Ainsworth, 218 N Gay St. Geo. P Paine, 718 Mission St. 
BOSTON LOS ANGELES 
The Ezekiel Co.. 27 Haymarket St. Theo. J. P Maus, 418 Wilcox Bidg. 


he TOLEDO METALWHEEL C0. %oledo,O. 


Distinctive Children’s Vehicles Since 1887 
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The Big Atkins Selling Idea 


Can You Overlook This Evidence? 
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A STORE 
FULL,OF 
PROSPECTIVE 
CUS TOMERS 
FOK ATKINS 
SILVER 
STEEL SAWS. 


ON- 
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SAWS, SHOW 
THEM, SELL 
THEM AND 
MAKE MORE 
MONEY. 


Thousands of Carpenters Throughout the World Are Ready Right Now to Purchase Modern : 
Saws and Tools. Have You a Stock? If Not, Write to Us or to Nearest Source of Supply. 
































Atkins Saws and products are valuable to the 
dealer just as he can sell them and make a satis- 
factory profit for himself and satisfied customers 
as a permanent asset to his business. 





ERT 


The Currie-Van Ness Company of Mason City, 
Iowa, cashed in on the Atkins Re-Sale idea, and 
sold more Atkins Saws in one day than ever 
before. 


‘ 





When you know the big features in the mak- 
ing of Atkins Silver Steel Saws, then you also 
know the points that sell them. Salesmanship 
merely consists in applying the Atkins Re-Sale 
Service to the customer’s requirements. 
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When you buy a poor saw you 

save @ gg but ruin your Write for Atkins Re-Sale demonstration plan—make more 
temper and waste sour time. money in your tool department 

and Be Happy. 








E. C. ATKINS & COMPANY 


ESTABLISHED 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Atlanta Minneapolis Portland 
Chicago Paris, France New Orleans Vancouver, B. C. San Francisco 
Memphis New York Seattle 
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These Were Not Mere 
Stunts 
-_— in this num- 


ber of HARpwWaARE AGE are 
two stories that are worth many 
times the subscription price of 
the paper. Two young men in 
California have given us the 
story of their success with an 
idea. It ts entitled “A Hard- 
ware Store for Women,” and it 
is worth anybody's while to read 
how they carried it through. 
Then, C. S. Duncan of Kene- 
saw, Neb., has proved that the 
small town merchant need not 
bow to the mail-order house 
and his bogie, the catalog. Both 
these ideas were practical, 
sound and appealing and were 
not mere stunts. Their signal 
successes may be duplicated, be- 
cause they were made possible 
by business-like methods and 
not spectacular means. 


What Our Readers Say 


I represent the Belknap Hardware 
and Manufacturing Co., Louisville, 
Ky., in this territory and been a 
weekly reader of HARDWARE AGE 
for seven (7) years. 

Be sure that I miss no issue. 

Yours, 

(Signed) Douglas Metcalfe, 

Mt. Dora, Fla. 


We receive much pleasure and 
profit from reading HarpWARE AGE 
and the Electrical Goods Section. 

Very truly yours, 
A. C. Webster, 
Prop. and Manager, 
San Bernardino, Cal. 
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An interior by Valiant, 
famous interior decora- 
tor of Baltimore, Phila- 
delphia and Paris. For 
this room Valiant used 
McKinney Forged Iron 
Hardware of the Heart 
design, HI hinges and a 
McKinney Salem 
Lantern 
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McKINNEY 
FORGED IRON 
HARDWARE 


meets the critical requirements of 


Famous Decorators 


3 tee INTEREST in McKinney Forged Iron Hardware has 
surpassed that obtained by any other type of builders’ 
hardware. So exacting has it been in design, texture and 
finish that famous decorators find it in perfect harmony 
with their sumptuous settings. . . Home builders of lesser 
means have the desire to add the distinctiveness of this 
beautiful trim to their own “‘house of dreams”. . . It is 
important for builders’ hardware men who value the stand- 
ing of their departments to emphasize the reasonable price 
of this forged iron hardware which has captivated archi- 
tects and decorators alike. . . A sale of McKinney Forged 
Iron Hardware brings a reward in increased profits and 
prospects. The pride of ownership factor gives your name 
wide publicity . . . Forge Division, McKinney Manufac- 
turing Company, Pittsburgh, Pa. 

McKinney Forged Iron Hardware attracts the BEST business. 























Just as an artist uses 
accenting tones of vivid 
color, so Lyman W. 
Cleveland, famous inte- 
rior decorator of Phila- 
delphia, has applied Mc- 
Kinney Forged Iron 
Hardware as an accent- 
ing note to this beautifully 
paneled entrance hall- 
way, styled in the tradi- 
tional English manner. 
The pieces visible are 
Tulip design hinge straps, 
drop ring handles a 

McKinney door studs. 
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ADE WIN 


By Llew S. Soule 


Put the Brakes on Supplies 


laneous is the matter of store and office sup- 

plies. There are many hardware stores today 

where the term “Supplies” covers everything 
from the water cooler or a new broom to the 
spare tire on the proprietor’s automobile. 

If a salesman has mislaid the gallon measure 
used for oils, he calmly takes another from the 
stock and charges it up to supplies. If the store 
hammer happens to be loaned out when some 
ambitious employee thinks he needs a hammer, 
presto, another hammer enters the supply column. 
If the boss wants to measure his back yard for a 
garden plot, the store accumulates another supply 
item in the form of a soiled tape measure. 

The average hardware store could put in half 
a dozen up-to-the-minute display tables each year 
on the waste that annually creeps into the supply 


I the same category as our old friend miscel- 


account. Yet—that same average merchant con- 
siders “supplies” as rather an insignificant part of 
his overhead. 

We wonder if he realizes how much the aver- 
age chain store saves by close supervision over the 
wrapping of packages alone. 

You must have a certain amount of supplies. 
No one denies that fact. But supplies represent 
money and should be accorded the same respect. 

Keep your supply expenses as low as possible 
from the standpoint of efficiency. Guard against 
unnecessary supply expenditures, waste and leaks. 
Have a place for all store supplies and make some 
one in that store responsible for keeping them in 
place. Issue new items only on requisition ap- 
proved by the supply man. 

If you are going too fast on supplies—put on 
the brakes. That’s what they are for. 


More Than One Miss in Miscellaneous 


E were looking over the books and ac- 
counts of a fairly progressive merchant 
recently when my attention was caught by 
a lony and jumbled account labeled ‘‘Mis- 
cellaneous.” It might as aptly have been termed 
“the Waste Basket” account, for, like a waste 
basket, it had accumulated everything which 
seemed at first glance to have no accredited place 
in the ordinary classifications. The word Miscel- 
laneous certainly covered a multitude of sins. 

We analyzed that account carefully and when 
we had finished more than half the items therein 
had been transferred to the regular common clas- 
sifications. 

Then this morning we happened to pick up a 
booklet on Retailer’s Expenses, prepared by the 
Domestic Distribution Department, Chamber of 
Commerce of the United States, and under the 
heading “Unclassified Expenses’ we located the 
following gem: 

“Why discuss the cost of butter and bootleg- 
gers, motors and mutton, fans and flamingos, 
while you overlook the highest priced commudity 
there is—‘Miscellaneous’ ? 

“Tf you make a budget of your son’s expenses 
at college, you find at the end of the year that he 


consumed more ‘Miscellaneous’ than you allowed 
for. 

“Your wife’s household accounts are lop-sided 
with it; your business apparently is run just to 
buy ‘Miscellaneous.’ 

“The Miscellaneous account has long served as 
the general hopper for all expenses that could not 
be distributed, as well as for many that could be. 
It will always serve the purpose, but the retailer 
should not overstep the bounds of common sense. 
There are few expenditures that cannot be prop- 
erly ear-marked and shown in their true form on 
the books of account and Profit and Loss state- 
ment. 

“One good rule to follow is to determine 
whether an expense falls under any of the com- 
mon classifications as soon as the expenditure is 
made. If this is not possible—charge it to ‘Mis- 
cellaneous.’ Don’t fill your books with useless ac- 
counts, but, on the other hand, don’t keep too 
few.” . 

Sounds like good logic, doesn’t it? Anyhow, 
we're sending our merchant friend a copy of this 
as a sort of back-handed “I told you so.” Mean- 
while the rest of you can read it and think. 
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A Hardware Store for Women 


Moore & Logan, of Ontario, Cal., meet and use the newer 
methods of merchandising in a venture of their own. 


NTARIO, California, has the usual competition in 
QO hardware distribution, and Moore & Logan, two 

boys with a long experience in hardware, and with 
more than one brain between them, thought they saw an 
opportunity and a need in this, their own home town, 
for a kind of hardware mer- 
chandising that hadn’t been 
tried out. 

Moore, an ex-manager, 
has had a wide eperience in 
the buying and selling of re- 
tail hardware, and can swing 
a wicked estimate on a build- 
ers’ hardware job, while 
Logan, having had a lot of 
experience, supplemented by 
a number of years as assis- 
tant manager of a large re- 
tail distributor, is thoroughly 
competent to find where the 
profit in hardware lies and 
sic his red-headed friend and 
partner on to it. 

These boys worked side by 
side for five years, expending 
an honest effort for their em 
ployer, and accumulated a 
fund of knowledge which is 
proving invaluable. They 
“got to know” each other, 
to like each other, to have a 
certain harmony of ideas, and their conclusions were 
about as follows: 

“We believe that the ‘Old Time Hardware Store’ is 
slipping, and we have the courage to meet and use the 
newer methods of merchandising in a venture of our 
own. We are sold to our community and our com- 
munity is sold to us. There is then no better place for 
us to try out our own ideas and invest our savings than 
right here in our own home town.” 

Moore & Logan have kept well posted. Their expe- 
rience has given them an unusual knowledge of hard- 
ware. This they have supplemented with an intensive 
study of trade publications, reports of the National Re- 
tail Hardware Association and the Hardware Council. 
They have profited by the suggestions of their local 
association, the Retail Hardware Association of South- 
ern California, and have gleaned much from attendance 
at hardware conventions. They have observed closely 
their immediate surroundings, the practice of modern 
hardware stores and successful merchandising plants of 
all types. Jdeas 
come to the well 
informed and 
alert. Their idea 
that has already 
proved its 
soundness was 


Henry Moore 








They pooled their resources and are now well on the way 
to success as hardware merchants. 


Street scenes in the vicinity of the 
Moore & Logan store in Ontario, 
California. 


as follows: “Something old, and something new, some- 
thing borrowed,” (and because this is southern Califor- 
nia) something orange. 


Wuat THEY ARE CASHING IN ON 


Women are the biggest 
buyers of all kinds of mer- 
chandise. Then, why not a 
cleaner, more attractive and 
more compact retail hard- 
ware store, with the maxi- 
mum appeal to the ladies— 
A hardware _ store _ for 
women.—They reasoned that 
if it was to be successful as 
such that it must be located 
within the most popular sec- 
tion of the retail shopping 
district ; that they could well 
sacrifice floor space to loca- 
tion; that it should be lo- 
cated on the shady side of the 
street in the afternoon. (The 
afternoon shade means much 
in California.) Hardware 
must be displayed attractively 
and not hidden. The ap- 
proach must be pleasing and, 
if possible, the show win- 
dows without reflection. The 
whole store should be visible 
from the doorway. <A store with no counters, everything 
possible, samples on panels, few if any glass show cases, 
many low compartment tables, the maximum accessibility 
of all merchandise to the customer’s hands, and every- 
thing clean at all times. A store that would have a 
striking first impression and a lasting effect. 

Moore & Logan were strong in the belief that the lure 
of something novel and neat would be a bigger drawing 
card and a greater incentive to buy than the prestige of 
the old established, overloaded, try-and-find-it stock, 
and it looks as if they were right. 

The more they studied the more they found their con- 
fidence; they decided that they would make for them- 
selves a success in their own community. And that is 
just what I mean; that is the determination that they 
started with. 

They pooled their capital and because they were a high 
moral risk, they didn’t have any difficulty in adding some 
to it. They didn’t need a great deal of capital because 
they made up their minds not to buy all of the hardware 
in California to 
display as their 
opening stock. 

The — smaller 
pictures will 
show their gen- 
eral location, in 


Tom Logan 
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the shade of the afternoon sun, on a street nationally 
famous for its beauty, and in the heart of the women’s 
shopping district. It’s a small store, but it isn’t hidden. 
On their right is a large furniture store; on their left, 
one of California’s attractive open-front markets, and 
facing them the broad, double avenue with its grass and 
pepper parking. They remodeled the front, as shown in 
one of the larger pictures. The entrance is wide, easy 
and inviting. The windows are just the right size, un- 
obstructed, without reflection, and appealing. The back- 
ground is gray and the entrance to the windows is wide 
enough and high enough to get a stove or a refrigerator 
in without the usual juggling. 

The interior speaks for itself, as shown in the picture. 
It tells the complete hardware story, as everything stands 
out by itself and begs for examination. Doesn’t it look 
clean? It is. They keep it so, constantly. Low, flat- 
top tables with glass partitions, and everything priced. 
Moore & Logan are so convinced of the value of the low, 
tlat-topped compartment table display that they are going 
to eliminate two of the glassed floor cases and put more 
of these tables in their place. 

The floor is painted light gray, and all the woodwork 
is light gray, striped on deck edge, and on top molding 
with brilliant orange. The panel doors are of brilliant 
orange also, and the tools and builders’ hardware thereon 
stand out in the boldest relief. The orange striping on 
the neutral gray relieves the severe cleanliness of the 
latter color. Walls are deep cream and the ceiling is light 
cream, almost white. 

After entering this store you are loth to leave, pre- 
ferring to hang around and pick up this and examine 
that and admire the tools and other hardware so skill- 
fully sampled on the boards. It’s so easy to get around 
this store, with no fear of tearing clothes on projecting 
carpenters’ bars, or danger of getting grease spots on 
light or white garments. There isn’t an article in the 
whole store that cannot be reached by a person of 
average height. All sorts of things are invitingly at 
your hand, to be picked up and examined freely. 

We watched the customers at different times for two 




























os THE interior of the in- 
' viting gray and orange 
colored store of Moore & 
Logan. The open display 
tables have so proved 
their value that the 
owners are going to in- 
stall more of them. These 
two salesmen are mas- 
ters at drawing the trade 
to the back of the store, 
thus acquainting custom- 
ers with the whole line 
of merchandise. 


Who could resist this in- 
viting doorway and dis- 
play window? The win- 
dows are so constructed 
as to prevent reflection of 
objects on the other side 
of the street. Heavy 
hardware may be taken 
in and out without the 
usual juggling. 






days and they register considerable pleasure and seem 
to want to linger. Often they buy something, pay for it, 
assure the salesman that there is no other article they 
need, and after he has left them to wrap the package 
and make change, pick up something else, so conveniently 
displayed and take it back to be included in the purchase. 

These two salesmen, partners and owners, are masters 
at drawing the trade toward the back of the store so that 
they may acquaint the trade with their whole line. 

The boys had been watching their trade and had found 
that it was easier to lead the customer toward the rear 
of the store, if they held the client’s money and pur- 
chase. They kept count and found that the majority 
of customers did follow the salesman, and that one in 
every seven of their customers to whom they had just 
sold, on the way back to get their change and package, 
sold something else to themselves. An extra sale to 
one in seven, and at no effort to the salesman but a few 
extra steps, surely helps the volume. The change drawer 
is now permanently located at the back of the store. 

Everything is kept well dusted, slick, clean and shining 
and so arranged always to produce the maximum display 
with the merchandise on hand. Highly colored, “knock 
your eye out” articles are shelved toward the rear, to 
catch the customer’s eye, and draw down the length of 
the store. 
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The Dog Days in New York 


By Saunders Norvell 


INCE my secretary has been on her vacation, as 1 
have not been able to dictate, I have been forced to 
do quite a little reading. I am happy to say she has 

returned and our literary factory is now starting to pro- 
duce at about seventy per cent. 
* * * 


One of the books I read was “WE,” by Colonel Charles 
A. Lindbergh. Now, the Colonel is no doubt a flier, but 
I regret to say that as a literary production, “WE” was 
a disappointment. It was simply a statement of a series 
of facts about his early life, his training, his flight across 
the Atlantic, his reception and his return. The Colonel 
did not favor us in his book with any of his impressions, 
feelings or emotions. What he had to say about his 
flight was of the most matter-of-fact character. 

* * * 


I am not writing this in the form of criticism. We 
have no right to expect a book of literary excellence from 
his pen. Colonel Lindbergh stands in the class of those 
who do things and not those who write about them. I 
even venture the opinion that Colonel Lindbergh lacks 
imagination and in this fact lies his success and his safety. 

* * * 


He has very little to say about the actual flight. A 
large part of the book is taken up describing his “barn- 
storming” flights in the United States, when he flew from 
one county fair to another, taking rural passengers up 
for five dollars per ride. Flying a cheap, low-powered 
plane and landing at all hours of the day and night in 
farmers’ pastures made the best possible training. 

* * * 


At the end of the book, the story is amplified by some- 
one else—I suppose some newspaper man. This job, in 
my opinion, was poorly done. All of the book all the 
way through lacked imagination. One of the most dra- 
matic events in the history of the world—an event that 
will be remembered hundreds of years from now—was 
written about in the most casual manner. It is evident 
that the book was got out hurriedly in order to catch 
the market. 

* * * 

I have such a high opinion of Colonel Lindbergh ; this 
courageous youth is so near to my heart, that I regret 
that his saga could not have been better sung. This book 
illustrates the old principle that very frequently the man 
who knows how to do a thing totally lacks the ability 


to tell about it while, on the other hand, a good many - 


men who accomplish very little have wonderful ability 
in the art of story-telling. One of the best sales man- 
agers I ever knew—one of the best trainers of salesmen— 
was one of the poorest salesmen. One of the best sales- 
men I have ever known, when I called on him at a sales 
banquet to tell “how he did it,” talked like a fourteen- 
year-old boy. All this is the Law of Compensation. It 
is not in the game of life for one man to hold all the 
winning cards. 
* * * 

Recently, being sore because I was pretty badly beaten 
at golf, I criticized the magazine, “THE WORLD’S 
WORK,” in very unkind terms. I wish to take all this 
hack. I apologize. If you wish some thrilling reading, 


get the July and August, 1927, issues of “THE 
WORLD’S WORK” and read the article about the sea 
raider, a German Count, Felix von Luckner, who ran 
away from home as a boy and served ten years before 
the mast on a sailing ship. During the World War, he 
was selected, on account of his knowledge of sailing, 
to disguise a sailing vessel as if it came from Norway, 
then sail through the British blockade and raid the com- 
merce of the seas. He did this. The trouble and care 
they took to disguise this mysterious vessel, the name of 
which was the “SEEADLER,” makes most interesting 
and amusing reading. 
* * * 

All of the German sailors were supposed to be Nor- 
wegians. They even sent to Norway for their clothes 
so the names of the dealers would be sewed on the clothes. 
Letters from wives and sweethearts were mailed from 
Norway to their fictitious names. Each sailor was pro- 
vided with a set of letters, also with Norwegian photo- 
graphs of their wives, children and sweethearts, bearing 
the names of Norwegian photographers. An agent was 
sent from Germany to Norway to provide all these 
things, also to buy food and other articles with Nor- 
wegian labels. 

* * * 

It was even arranged for a certain young sailor to act 
the part of the Captain’s Norwegian wife. When they 
sailed through the British Fleet and were finally held up 
and examined by a British ship, the size of the feet of 
the Captain’s Norwegian wife came near giving away the 
whole show! In the Count’s story of this great adven- 
ture, he gives the names of the British ship and the 
Captain who came on board to examine them. It does 
not take much imagination to appreciate the feelings of 
the British Captain when he reads this article and knows 
that he had this German raider in the hollow of his hand 
but was completely deceived by all their Norwegian get- 
up! Fhe August issue of “THE WORLD’S WORK” 
describes this search by the British ship. I am looking 
forward breathlessly to the September issue to read about 
the further adventures of this modern knight errant. 

* * * 


The story is being written by Lowell Thomas, the same 
author who formerly, in the same magazine, wrote the 
adventures of Colonel Lawrence in Arabia. All of us 
love romance atid the mysterious. These two, Colonel 
Lawrence of Arabia and Count von Luckner of Ger- 
many, stand out as the most romantic figures in the World 
War. So, if you wish an entertaining evening, pick up 
the July and August issues of “THE WORLD’S 
WORK” and be thrilled by this story. You will not only 
be thrilled, but you will also enjoy many a good chuckle. 
The Count has a keen sense of humor. 

* * * 

Last night, having been told that I should not, under 
any circumstances, miss seeing the moving picture, 
“THE KING OF KINGS,” I took a friend. We had 
excellent seats. Before attending this movie, we had a 
very good dinner. Now, it just happens that my friend 
is a very sensitive person. He has a vivid imagination 
and things “get” him. I rather like him for this because 
when I take him around town, he is a sort of emotional 











HARDWARE AGE for AUGUST 25, 1927 29 





thermometer for me. When my sensibilities are not fine 
enough to gather certain impressions, I can count on_his 
not missing them. ‘ 

* ok * 

It happens, however, that several times we have picked 
out plays, the last three or four of which have been 
terrible. He remarked at dinner that I was a regular 
Jonah—that if he wished to be bored, all he had to do was 
to have me select a play for the evening. I asked him, 
nevertheless, to go with me to see “THE KING OF 
KINGS” because I had been told it is a remarkable and 
artistic production. He had other plays he preferred, 
but he finally yielded. 


* * * 


Of course you know “THE KING OF KINGS” is a 
movie reproduction of the life and crucifixion of Christ. 
H. B. Warner took the part of Christ, naturally a very 
difficult role to portray. In my opinion, the part was a 
strain for him. He was not the beautiful Christ that all 
of us imagine. The part of Judas Iscariot, however, was 
taken by Joseph Schildkraut, and it was a masterpiece. 
Judas Iscariot, speaking dramatically, was the great 
character in the picture. He had a beautiful face and 
his ability as an actor was given full sway. One could 
not help sympathizing with Judas. He counted upon 
Christ to become a worldly king. Judas misunderstood 
Christ and in his disappointment, he became a traitor. 
Only second to his son as an actor was the father, 
Rudolph Schildkraut, who took the part of Caiaphas, the 
high priest. The old man’s acting was simply sublime. 
There were other actors, but none of them rose to the 
heights of the two Schildkrauts. While some of the 
women were beautiful, their acting was only of average 
quality. The whole story was told with the greatest 
reverence. The landscape of Judea, the architecture 
and picture after picture were so accurate, so artistic 
and so well handled that they deserve unlimited praise. 

* * * 


Now, my friend, the emotional thermometer, was, in 
the beginning, profoundly impressed. Under his breath, 
I heard him murmuring—‘“Great stuff! Great stuff!” 
In the intermission between the two acts of the movie, 
we walked out in front to get a little fresh air and to 
smoke. My friend, as he nervously puffed one cigarette 
after another, said—“They certainly got the Big Idea— 
Christ the Compassionate. He had only pity for the 
whole world. He was sorry for the whole darned show, 
all the way from Mary Magdalen to Pilate. From the 
bottom of His heart, He was sorry for Judas. That was 
a great scene’”—said he—‘‘where, at the Last Supper, 
He turned to Judas with a weary smile and said—‘W hat 
you do, do quickly’.” 

* * 

Ernest Torrence made the best of the part of the 
disciple Peter. His acting in the courtyard of Pilate’s 
palace in the early morning after Christ was taken was 
excellent. He warmed his hands at a fire and three times 
betrayed his Lord. Christ pityingly looked down upon 
him from an upper balcony and heard his betrayal. 
The third time the cock crowed and Peter, rising from 
the fire, rushed through the crowd to follow Christ. 
“There was never such a sermon as this picture”—said 
my friend. “It is too bad that they did not find a more 
beautiful Christ. Warner could not take the part. Christ 
is believed to have been a man with a beautiful physique, 
and Warner has horrible hands.” That was just like my 
friend. An ugly hand or an ugly foot would make him 
shrink like a sensitive plant and be silent for an hour! 
Then the bell rang and we went back for Act II. 


Most of this part was the carrying of the Cross to 
Calvary and then the Crucifixion. It was terribly long 
drawn out. Such agony cannot be sustained by an 
emot.onal person. After the flogging of Christ by the 
Roman soldiers, the pressing down upon His head of 
the Cross of Thorns, the dragging of the Cross to the 
point where Christ falls and Simon’s coming to His 
assistance, I could feel my friend writhe in his seat. 
Under his breath he whispered—‘Terrible! Terrible! 
In their realism, they have forgotten dramatic art.” At 
last he turned to me with a drawn face and cried—‘“Let’s 
get out of this. I can’t stand it a minute longer. If we 
stay here, I shall scream.” So we were soon under the 
lights of Broadway. 

* * * 

I called a taxi and we went to a quiet place where we 
could eat a Welsh Rarebit and drink some near-beer. 
“What a shame! What a shame !”—wailed Dick. “That 
production could have been one of the most dramatic, 
artistic and powerful movies the world has ever produced. 
They just reach the greatness of supreme genius when 
they ruin everything in that horrible, Jong drawn out 
agony. Why’—he continued, turning to me with a low- 
ering brow as he drank his near-beer—‘nobody of any 
feeling whatever could have endured that last act. Whom 
did they think they were producing for? Will these 
moving picture men always consider the public just in 
the light of a mass of morons? No, sir, no one but a 
moron, no one except with the undeveloped intelligence 
of a child, could have endured that march to Calvary.” 
“But after all”—I ventured—‘the mere fact that you 
have been so stirred up indicates it was a great movie.” 
“Yes, that may be true, but isn’t it awful, when you see 
a man, a woman, a book, a play or a movie that, just 
from a lack of good taste, misses being supremely great? 
Those devils who did this movie evidently had at their 
command the training and knowledge of real artists. 
Every detail was almost perfect, but their rotten, bad 
taste spoiled the whole show.” 

* * * 

So I took Dick home and I regret to say that he was 
swearing and cursing most of the way! His emotional 
thermometer was just ready to bust wide open. As he 
stood on his doorstep, he shook his fist at me in the taxi 
and swore by all the pagan gods that he would never 
allow me to select a play again! 

* * * 

As I dictate these lines on Union Square, the cheers 
of the radicals are borne up to me on the summer breeze. 
I can look out of my window and see the radical speakers 
in Union Square. They are exhorting a great mob. In 
front of the speakers in the crowd are carried placards 
with various mottos. At this distance, I can not read 
them, but it is interesting to observe here in the United 
States, in the Year of Our Lord 1927, a public meeting 
surrounded by police. Just at the edge of the crowd in 
the street are about one hundred policemen on horse- 
back. Strapped to their waists, with holsters handy, 
are their revolvers. Hanging from their saddles are 
their clubs. These police listen to the speaking with a 
somewhat bored air. Around the square are also many 
policemen on foot. Drawn up at the curbstone is a long 
line of motorcycles. In front of them are steel, bullet- 
proof shields. Through these shields point automatic 
machine-guns. This squad of policemen is also armed 
with tear gas bombs. 





* * * 


This morning, as I came to work, rather late, I stopped 
in front of our building and spoke to a broad-shouldered, 
(Continued on page 72) 
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N a typical farming community out in 
Central Nebraska, Charles S. Duncan, 
veteran hardware dealer, has hit upon 

an advertising plan that is as unusual as it 
is effective. For the last six years C. S. 
Duncan’s Hardware store has been supply- 
ing farmers in Adams County with quality 
hardware, and the town of Kenesaw, 
its 800 or so population, does a steadily in- 
creasing business with “Dunc.” 

This community, like other farming com- 

munities, has its ups and downs according 


Perhaps. 


HERE 


DUNC'S SCRAP Book 
and What \t’s All 


Everyone who knows me calle se Dunc, if they don't - 
because 1 feel like everyone who knows me is ay friend and I hope a lot 
of people that don't know me are @ friends also - 
friends - Now - 
that I think I can gake a living off of ay friends, which #ill include 
all the people who know me and know where ay place of business is - 
Therefore DUNC'S SCRAP BOOK. As 
oe it in the world - give we credit for thet - 
Ww ith flying to Paris. 


The Contents of this book represeat only « part of the High Class 
Merchandise in ay store - I couldn't put it 11 in. 


Qm the other hand should you see something pictured and described 
that I am unable to deliver to you immediately - 
just & couple of hours frda one of the largest Wholesule Herdware Houses 
west of Chicago - and ite Duck Soup to get stuff quick - and I dont sean 


“Scrap” Boo 


That Won 


C. S. Duncan refuses to let the 
mail order catalog run off with 
the business of his community. 


The store behind the scrap book. 





appearance of 
this Scrap Book. 
In keeping with 
the nature of the 
hardware _ busi- 
ness, the leaves 
are all of Kraft 
Paper, exactly 
the same as 
used for wrap- 
ping packages in 
nine out of ten 
hardware stores. 
The covers, to 
match, are made 
of jute board, 
fairly heavy, but 
flexible. The 
book is tied to- 
gether with 


1S THE DOPE on 


A bout 


they ought to, 


and that's alot of 


I am a peculiar guy - Very peculiar - In fact so peculiar 


fer os I know there is none other like 
give Lindbergh credit for 


Remenber that I am located 


to crop conditions. Last year the farmers 
had very little cash because of poor crops, 


Syeasing of Ducks - and also Soup -resember this - When you buy uny thing 
from ae - I don't require cash 10 days in advance - I wont sell you stuff - 
*sigh-unseen” - and I's right here to make anything right - if it happens 
to go wrong - And I don't sean Maybe. 


some ordinary 
heavy binder- 


and as “Dunc” was operating on a strictly 
cash basis, it took some mighty careful man- 
agement and real salesmanship to keep 
business going. 

With the coming of the new harvest, 





Alter looking through the book - 


Cose In and look at the stuff. twine, and_ the 
result is very 
striking. 

In the scrap 


Yours sincerely, 


C.S. DUNCAN 
(Dowc) 








however, prospects became rosy. A _ flood 
of golden wheat was getting ready for the 
market. Money would be plentiful, and 
big business was in sight. But Kenesaw is 
no different from thousands of other towns in some 
things, and thus, in advance of the harvest, came a flood 
of mail order catalogs, ready to entice every possible 
nickel from the farmers, not to their local store, but 
to some far away community, in which they had no other 
interest. 

To combat this situation, “Dunc” got busy, and decided 
to get out a catalog of his own. If the farmers liked 
to read catalogs, they could read his as well as the others. 
And this is the origin of “Dunc’s Scrap Book,” which 
is taking the community by storm, and bringing in re- 
sults every day of the week. 

The accompanying photograph shows the distinctive 


The introductory page of 
marks a new departure in copy writing for this purpose. 


book, pasted 
neatly on its 
thirty leaves, are 
sixty-four circu- 
lars, describing everything from silverware to food 
choppers, and from fireplace fixtures to corn cribs. 
Many of the circulars are in two and three colors, and 
are full of interesting information. The circulars were 
secured free of charge simply by writing to various 
factories. 

To make the book more effective, information and 
prices were added to each page, along with selling talks 
in a semi-humorous vein. This text was hand-lettered 
in attractive form on ordinary mimeograph stencils, and 
was cooge on a letter duplicating machine. 

DUNC SAYS—“This may be a Scrap Book, but if 

you use it, it will keep peace in the family.” 


Dunc’s Scrap Book which 
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“Good Tools on the Table Make Eating Easy.” 

“DUNC SAYS—Good Tools are what make a man 
swear when he hasn’t got ’em. 
that by coming to my store.” 

“Did you ever try to WEAR a board in half with 


a BUM Saw?” 

“My idea of the best way 
to chop wood is with a 
buzz saw.” 

These are just a few of 
the remarks used to liven 
the pages of the book. 

On an introductory page 
of this Scrap Book,” 
“Dunc” Says— 

“Everyone who knows 
me calls me ‘Dunc,’ if they 
don’t—they ought to, be- 
cause I feel like everyone 
who knows me is my friend 
and I hope a lot of people 
that don’t know me are my 
friends also—and that’s a 
lot of friends. Now, I am 
a peculiar guy, very pecu- 
liar, in fact so peculiar that 
I think I can make a living 
off my friends, which in- 
clude all the people who 
know me and know where 
my place of business is— 
Therefore— DUNC’S 
SCRAP BOOK. 


* * * 


“Remember this—When 





you buy anything from me, 


You can fix all 
mean ‘Maybe.’ ” 
In distributing his Scrap I 








Charles Duncan 


Cc. S. Duncan “Dune” 


HE Duncans of Kenesaw, 

Neb., who are responsible for 
the newest and most unique cata- 
log of merchandise that has made 
an appearance: in some time. 
Three hundred copies of Dunc’s 
Scrap Book. were issued in the first 
edition. 








Here are two of the pages from Dunc’s scrap book showing how 
the mailing pieces of the manufacturers were used to advantage. 
In this way more advertising matter was included on a page than 
was possible had the catalog been printed in the usual way. 


I don’t require cash ten days in advance 
you stuff ‘sight unseen,’ and I’m right here to make 
anything right, if it happens to go wrong, and I don’t 





I won't sell 





300ks, Mr. Duncan adhered 
to two of the best known 
advertising principles — in 
the first place, he held them 
until just the psychological 
time, when the harvest 
money began to come in; 
and in the second place, he 
saw that they went to ex- 
actly the right persons, and 
none were wasted. 

Charles Duncan, who is 
his father’s right hand man 
in the store, delivered the 
Scrap Books _ personally, 
making trips to a selected 
list of customers during his 
spare time. In fact it was 
Charles who put in a big 
part of the labor on this 
work, as he printed and 
assembled the books and 
pasted the colored circulars 
in place. 

Dune’s Scrap Book has 
certainly caused a sensation 
in Kenesaw, and as said 
before, it is bringing in 
valuable business every day. 
It is adding to C. S. Dun- 
can’s reputation for being 
up-to-date and progressive, 


Continued on 
next page 
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Scrap Book | & 


Some Pages 


from 


Dunc’s 


‘Transparent 
Ovenware 





Five of the pages from 


AMMUNITION 


Dunc’s Scrap Book, per- 


haps the most unique and 
interesting catalog of mer- 
chandise ever issued by 
any hardware man. Note 
the excellent use to which 
the manufacturer’s illus- 
trated literature is put. 


and last but not least, the cost was very moderate. The 
work of pasting the circulars was the biggest factor, 
and it was done in spare moments at the store. The 
actual cost of materials and printing was but a few cents 
per book. The “first edition” of Dunc’s Scrap Book 
consisted of slightly over three hundred copies. 

The way in which the Scrap Book is arranged to carry 
a large amount of matter, by overlapping the various 
leaflets, is a very happy departure. 

Were this book printed in the ordinary way it would 
have been out of the question, from a cost standpoint, 
but here the merchant gets the full benefit of the large 
quantity printing price obtained by the manufacturer, 
and at the same time is able to present colored illustra- 
tions to better sell the merchandise. 

Dunc’s fertile mind will doubtless follow up the first 
edition with something new each time, that cannot be 


approached by the mail-order house. It has been stated 
in some quarters that many hardware merchants have 
not had a new idea since they first started in business, 
but here is conclusive proof that the Duncans of Kene- 
saw, Neb., are not among the members of that class, if 
there is such. They have contributed an idea that is a 
real help to the merchants of the smaller communities, 
and may well be adopted. 

There are many merchants doing business in towns 
where slack periods afford time to get up catalogs such 
as this, and if the idea is followed through, the thou- 
sands of dollars that are sent to the mail-order houses 
every day would be diverted to the home channel. It is 
doubtful whether the small town store can find any 
activity more profitable than this. Such a work, backed 
up by good merchandising and display has unlimited 
possibilities. 
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Sailing and Selling 


Real Salesmen Have the Sailsmen Lashed to the Mast 
K. B. Levegood 


Display Manager, Barker, Rose & Clinton Co., Elmira, N. Y. 


boat on the Pool of Mirrors in front of the 

Lincoln Memorial in Washington. As a breath 
of wind caught the tiny sails the craft was carried in 
one direction, and then as the breeze changed the 
boat drifted in another, carelessly tossed about 
by a fitful wind. At each change in the wind the 
two boys would rush from one side of the pool to the 
other in a rather vain attempt to guide their craft in 
the direction they desired it to travel. The boat was 
their constant worry; they had to watch its every move; 
it could not be trusted to take a right course and keep 
it; its hull was hollow. 

A little later I stood on the banks of the historic 
Potomac River and saw a pleasure boat pull out from a 
dock, carefully steer its course and start down the river 
toward Mount Vernon. Sure of the direction, positive 
in its movement, the journey mapped out ahead of its 
start, there was no drifting or uncertainty of where to 
go; the hull was loaded with men who knew what to do. 

Look on your own sales floor and you will probably 
find both types of craft cruising around, taking care of 
your retail trade. They might be divided into two 
classes: “Sailsmen” and salesmen. The “sailsmen’” drift 
along with no thought of the future and with little in- 
terest in their sales (your profits). The salesmen, wide 
awake, on the job, eager to see that every customer is 
taken care of in the best way; suggestive, increasing 
their sales per customer, reducing the overhead and, of 
course, always making themselves more valuable to the 
business. 

“Sailsmen” drift about the store with the boss con- 
stantly on their heels, afraid to trust them alone, never 
knowing just what fool stunt they will pull next to 
injure themselves and his business. Truly their heads, 
like the hull of the sailboat, are empty and worthless. 
Then, the salesmen; their heads full of ideas to increase 
business, which means going ahead, progress for them- 
selves and for their boss. No empty hulls there, but 
hulls full of men working intelligently every minute. 

When a young fellow goes into the work of selling 
hardware he has taken on about the most complicated 
form of retail selling. To learn the hardware stock and 
to learn it so that you know what the customer is talking 
about and where to put your hand on it at once, and 
what it retails for is a real task not to be mastered in 
one or even five years of careful study. Men who have 
long been in the hardware business will tell you that not 
one day goes by that they do not learn some new 
wrinkle. It is a case of live long and learn constantly. 
I recall an incident that happened to me during the first 
three months of retail hardware. I was supposed to 
answer the telephone, quote prices and fill orders from 
the outside during the lunch hour of a dull season. On 
the first day of this new job a man called up and asked 
the price of peevies. I was scared to death; here was a 
man waiting on the telephone to know the price of an 


A WEEK or so ago I saw two small boys sailing a 


article that I did not know existed. The house catalog 
had been carried away and, believe me, I was “‘sailing” 
that noon hour—not selling. Someone happened along 
that did know and I got out of the jam, but I'll 
never forget it and I am constantly worried every day 
for fear something like it will happen again. 

Learn your stock, spend a great deal of time getting 
information about that which you are going to sell; 
because you cannot sell merchandise that you do not 
understand. If it is builders’ hardware (and men you 
know tell me that that line is about the most difficult of 
all hardware lines to master), study catalogs, trade 
journals and your stock. Learn every kind of lock to 
call it by its first name. Don’t stand gazing at the stock 
in awesome wonder; it will never explain itself to you. 
A: young man came into our store a short time ago and 
several times during the first morning I watched him; 
hands behind his back, just looking at the stock; he will 
never learn it that way. 

Retail selling grows more complicated every day. 
Every day it becomes a more difficult job to convince 
Mr. Buyer that your particular brand of tools, your 
electric cleaner, your make of tires or your refrigerator 
is better than the dealer’s in the next block. 

True, there are agencies that are working to help you 
sell. Your store windows, “The Buyers’ Eyes,” are 
helping you tremendously. Every person passing your 
store in a conscious state of mind must see your sales 
windows. And when they see something they want and 
come in for it, please take care of them; help them to 
buy that one article and suggest something more. An- 
other point, be sure that you know what is being shown 
in your own windows; watch them; be able to tell where 
the customer can find’the articles in each window. 

Then the daily newspapers reach thousands of homes 
with your store’s advertising, where they are read and 
sales started. Some time ago I shopped in a large depart- 
ment store and made an inquiry for an article adver- 
tised in the city daily the night’ before. I asked at the 
counter where I knew the article was sold, but the sales- 
Jady did not know it was advertised and so lost a sale 
and my good will. Read your own store’s advertising 
every day. Be not only familiar with your own depart- 
ment’s specials and seasonable merchandise, but know 
that department X is selling a 12-qt. aluminum kettle 
for $2.49 for this week only, and when Mr. Buyer buys 
that quart of advertised paint, suggest that on the next 
floor he will find a kettle his wife would not be without if 
she once owned it. 

If your department manager is telling you that chain 
store competition is hurting your business, you can help 
him in overcoming this competition by using the chain 
store’s own weapons and those are SERVICE and SUGGEs- 
TIVE SELLING. 

Don’t be a sailor; be a seller; make every customer 
your guest and sell him more than he comes in for and 
your success is assured. 
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liditor’s Note: 


another article on the subject of windows, Mr. 


Hardware Door By Door 


Casement Windows 


By W.N. Thomas 





In response to requests received by HARDWARE AGE to publish 
Thomas has prepared the 


accompanying installment which will close the series. 


N writing the series of articles on builders’ hard- 
ware under the heading ‘Hardware Door by 
Door,” it has not been the intention to attempt to 

cover any of the divisions in all its possibilities, but 
only to bring out the points most commonly encountered 
and to mention only such items of hardware as are most 
commonly used. To attempt to do otherwise would be 
an ambition difficult, if not impossible, to attain, and 





Fig. 1 


would turn what has been intended as rather an elemen- 
tary series of articles into a very lengthy and highly 
technical treatise beyond the needs of the beginners for 
whom these have been written. 

Building construction varies in detail in different sec- 
tions of our country. New ideas and changes in mate- 
rials are being continually introduced. All these varia- 
tions are reflected in the great assortment of regular and 
special items of hardware made to provide for them, 
and in spite of all this the busy builders’ hardware sales- 
man frequently encounters details of construction that 
to him are entirely new and that often tax to the limit 
his ingenuity to supply now-made-hardware that will 
suit the detail and at the same time render a satisfactory 
service to the user. 

Since writing the last article on “Casement Windows’’ 
attention has been called to several items of hardware 
that were not mentioned and still are much used. 

Amongst these it may be well to consider in more 
detail what is known as “Concealed Adjusters.” In 
general there is much similarity in the several makes on 
the market. The one shown at (1) is a type largely 


used. It has a gear mechanism which is operated 
by turning a handle. They are made with a 


handle permanently attached to each adjuster or with a 
removable handle which can be taken off and kept in a 
convenient place. The removable handle is sometimes 
an advantage as the window cannot be readily opened 
or closed without the handle. This gives the person in 
authority control of the windows, which may be a 
desirable condition in certain types of buildings. Either 
handle may be had with a shank long enough to project 





through the frame of an inside screen so the casement 
may be operated without opening the screen. This is a 
particularly desirable feature in summer when flies and 
mosquitoes are plentiful. The standard location of the 
case of the adjuster permits the window to open a little 
more than ninety degrees. The sash is held with reason- 
able rigidity in all positions, and a tight turn of the 
handle when the window reaches the extreme open or 
closed position locks it firmly in either place. The sim- 
plicity of operation, by turning the handle, makes this 
one of the most popular adjusters. 

The name of this type, “Concealed Adjuster,” would 
indicate that it must always be placed “out of sight.” 
While it was the original intention to place them under 
the sill, and in new buildings, it is best to have the sills 
so built that this may be done; still, if the sills are not 
constructed so these adjusters can be placed under them, 
then they may be placed on top. They are so made that 
they are not especially objectionable when in sight, 
inasmuch as they are useful pieces of hardware placed 
for an important purpose. This makes them quite prac- 
tical to use without previous preparation being made for 
their placing. 

If, however, it is desired to have them out of sight, 
a false sill (2) may be built over them, as the space 
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Detail Showing Adjuster Underneath Faise Stool 
Fig. 2 


required for them is quite small, not over 114 inches 
and usually less. Most of these adjusters are made so 
they can easily be reversed for either right or left hand. 
The style shown at (1) has a rod secured to the sash for 
the arm to slide on. Other styles are made having a 
simple bearing secured to the sash through or on which 
the arm slides. All styles are intended to produce about 
the same result. 

Another style of this same adjuster is made to operate 
by means of a handle which moves from side to side (3) 
and when at rest in any position locks the adjuster near 
the point of application to the sash. This is designed to 
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give special rigidity and lock control at all points. While 
this can be used through an inside screen it may not be 
quite as convenient as the crank handle. Of course, the 
cost of adjusters of these types is greater than the cost 
of some of the older and simpler kinds, but their con- 
venience is so much greater ; and while the “cost” occurs 
but once the “convenience” is spread over frequent 








Fig. 3 


use for a number of years so that the additional cost 
represents a good investment. 

Another class of adjusters is known as the “Friction 
Type.” These are of two well-known kinds—the “rod 
and plunger” type (4), which was shown in the last 
article, and the “elbow type” (5). These are both in- 
tended to hold the sash at any angle up to or slightly 
beyond 90 degrees? and for sash opening out or opening 
in. In the “rod and plunger” type the resistance or 
friction suitable for the particular sash to which this 








Fig. 4 


adjuster is applied is obtained by turning the adjusting 
nut or tube until the required result is obtained, after 
which all that is necessary is to push the window open 
to whatever position is desired and there it stays until 
you pull it closed. The friction may be changed from 
time to time, as described above, to meet any changing 
conditions. The “elbow” type (5) has the friction in 


one of the joints. This friction may be adjusted by a 
screw driver or small wrench, after which it holds the 
sash in the same manner as the plunger type. 

Both (4) and (5) are made for either right or left- 
hand sash without change, and can be used whether they 
open in or out. When the sash opens out, place the ad- 
juster inside and when it opens in place the adjuster 
outside. They may also be placed at the top of the sash 
where they will be out of the way and out of sight 
behind the draperies. Their low price also lends to their 
popularity. 








Fig. 5 


These “friction” adjusters may also be used on pivoted 
sash and transoms if desired. 

Good quality hardware cannot be too strongly urged 
for casement sash. The very large proportion of the 
windows open out, which means that the hardware is 
exposed to the weather while the window is open. In 
many climates steel or iron hardware when so exposed 
soon rusts and becomes not only unsightly but the 
movable parts do not work so satisfactorily. For these 
reasons it is most desirable to sell brass or bronze hard- 
ware where possible. As a matter of fact, there is more 
satisfaction and more profit in selling the highest quality 
hardware consistent with the grade of the building than 
there is in trying to keep it cheap. The satisfaction ex- 
perienced by your customers when using high quality 
hardware spreads and increases as compound interest, 
while the sale of cheap, inappropriate hardware is apt 
to prove a liability. Sell Good Goods. 





Business Is Where You Find It 


But first know where, to find it ° 


UST as much business is done by any progressive 

store through tips and hints that are gleaned from the 
sources of new business, as through expensive newspaper 
space. 

To get on the inside of these worthwhile “news hints,” 
make a friend of your local public utilities. It has been 
a practice with our concern to stop in at these various 
institutions which are in touch with new real estate de- 
velopments or new streets, which are slated for gas and 
electric service. A little friendly gab with them has 
often meant hundreds of dollars worth of new business 
to us. 

Just the other day one of our salesmen dropped in at 
the local gas company and secured four names on a 
new street which was scheduled to be piped the follow- 
ing week. We immediately sent him out to these poten- 
tial range buyers and he accordingly secured a personal 


visit to each home. Freely talking about our stoves and 
prices, showing circulars and catalogs, he impressed 
them of the benefit of seeing our selection before buy- 
ing elsewhere. No effort was made to sell them direct 
from his porfolio ; all emphasis was placed on the advan- 
tage of choosing from our stock in the store. We 
followed up this campaign with a personal letter written 
to each of the prospects who had been interviewed, again 
pointing out the features which the salesman had 
stressed. 

At the end of the second day we had sold three ranges 
out of the four homes, as the fourth had bought an 
electric range previously, we felt that this little sales 
effort had resulted in an almost 100 per cent representa- 
tion on that particular street. 

EvuGENE J. Brown, The Brown Co. 
Warren, Ohio. 
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Time to Think 
of the Fair 
Booth 


Old method of advertis- 
ing still has many good 
points to recommend it. 
A mighty good business- 
like investment of 
money and effort. 


One of the advertising spaces used by M. A. Munn, of Berea, Ohio. 


HE agricultural fair, well and favorably known in 

I every rural community, has long been an annual 
gathering place for the farmer and his town-dwell- 

ing neighbor. It is the high spot in the year’s activity. 
Held usually at the time when the harvests are all safely in 
the barns, it finds the community in a happy and pros- 
perous condition, all of which is conducive to good busi- 
ness. The very atmosphere of the fair is one of trading. 
Many hardware merchants take advantage of these fairs 
each year to present their merchandise and service to the 
public. At the fair the bump of curiosity is somewhat 
enlarged and there is usually a ready desire to accept 
circular advertising matter and samples of merchandise 
that helps greatly to get your message over. These 
samples and advertising matter will serve as a means of 
getting accurate first-hand information for the mailing 
list. If a capable attendant at the booth wishes to make 
memorandum of the reaction of the farmer’s wife to the 
display of washing machines, it will come in mighty 
handy as a confidential guide to the sending out of the 





proper kind of sales letter later on? to say nothing of 
the correct information for the salesman to use when 
he tries to sell her a machine. 

This phase of the fair booth method of advertising is 
alone worth the expense and effort if the merchant goes 
about securing the information in the right way. Casual 
conversation will usually elicit the information and does 
not antagonize the prospect or make him sale shy. 

All this is in addition to actual sales made at the fair, 
which in many cases have paid the expenses of the booth 
and a tangible profit besides. 

The value of the departmentized display booth can 
hardly be overstated. Too many booths have so many 
diversified lines that the prospect cannot concentrate his 
attention on any one item long enough to be sold. Ifa 
number of lines are to be exhibited, use more booths. 

Do not underestimate the value of the annual agricul- 
tural fair as an advertising and selling opportunity. It 
still is a mighty good business-like investment of money 
and effort. 
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These Fair Booths employ the departmentized method of display, which helps the prospect to concentrate on the merchandise. 
Olney, IIl., is appealing to the farmer. Geller, Ward & Hasner Hardware Co., St. Louis, 


Mo., features mill supplies. 


Wieland-Goudy Hardware Co., 









Seg ee ar y wee 
A, »\ As +4779 (WA 


oS BE ra tar 





iat ines 











ase 





HARDWARE AGE for AUGUST 25, 1927 . 77 





Pearson Convinces Paint Contractors 


By working first on the younger men, Shelbyville, 
Ind., merchant soon had even veterans boosting 
prepared paints. 


WELVE times a year J. C. Pearson Co., Shelby- 

I ville, Ind., features paints, varnishes, brushes and 

related accessories in one of the store’s two win- 
dows. Shelbyville has a population of 11,000 and Pear- 
son’s paint department sales are about $11,000 a year 
and have been for several years. This gives him an 
average of $1 per capita, a very high average which Mr. 
Pearson intends to better. 

The outstanding feature of his paint merchandising 
campaign is the yoeman work he has done with the local 
master painters. His early efforts to sell this group pre- 
pared paints brought little results, so he studied the 
problem and found an increasing number of young men 
getting into the paint contracting field, with limited 
capital and more energy than experience. 

Few of these men could mix their own paints, so 
Pearson concentrated first on those he knew couldn't, 
then on those who thought they could and in a year’s 
time he had practically all of the younger element lined 
up on prepared paints. 

He told them of the equipment used by the factory 
he represented and showed them conclusively that even 
the strongest arm could not compare to the mixing ma- 
chinery of the paint factory, that the best color eye in 
the world didn’t have the accuracy of chemists’ standards 
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and told them ‘that time spent in hand mixing would 
bring greater returns if used for applying the paint. 

Mr. Pearson finally got to a point where the younger 
master painters advertised the fact that they used fac- 
tory mixed paints. With the younger group sold on 
prepared paints and their natural youthful energy giving 
the old-timers a big run for their money, Pearson soon 
found he was able to win over some of the veteran 
contractors. 

Naturally Pearson’s local competitors on paint reaped 
some of the benefits of his missionary work and two of 
them are frank enough to thank him and are now work- 
ing with him on the same basis. 

Pearson’s store is about average size and his paint 
department is given a very prominent location, running 
along the left side of the store, from the half-way mark 
to the extreme rear end of the first floor. 

An open display table in the paint department usually 
features putty knives, brush cleaning preparations, spray 
guns and spraying liquids, glass cutters and other closely 
related items. The picture does not give you a proper 
appreciation of this display table. At the time it was 
taken the table was being used for a miscellaneous assort- 
ment of seasonal items. 
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Extensive paint department of J. C. Pearson & Co., Shelbyville, Ind., where sales are about $11,000 annually. 
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Finished Paint Jobs Are Salesmen’s Samples 


Roanoke dealer and his staff tell prospects of 
work done to show quality of paints they sell. 


HIN G. McArthur Trent, president of the 

Graves-Humphreys Hardware Co., Inc., goes 

after game he arms himself with a double 
barreled weapon, not so much with a view of having a 
second shot, but rather with the idea that he can make a 
double kill in Roanoke, Va. 

So when he set out to build paint volume, he had both 
barrels ready. 

‘I RST—He must select a paint that had quality, con- 
versational value and would give satisfaction to those 
who used it. 

SECON D—The supply point must be near enough at 
hand that he would not be caught seriously short if he 
sold a good order for immediate delivery. 

When this two-barrel buying arrangement was settled 
to the satisfaction of all, Mr. Trent turned his attention 
to the selling and again he set up two targets. 

FIRST—The great and rapidly growing household 
paint business. 

SECON D—Special attention to contractors and archi- 
tects to encourage what may be called the professional 
market. 

It was about three years ago that a program for the 
paint department was decided upon. In that period the 
business has been more than doubled and this year the 
objective is $50,000. In 1926 the total volume was about 
seven times the stock value. Much credit for the turn- 
over must be given to the nearness and efficiency of the 
wholesale stock and also to the fact that a considerable 
business is done in white lead and linseed oil. 

The plan of sale does not include any trick plans or 


specialized efforts—in fact little that is spectacular. 
Regular advertising is done and the greatest effort is 
centered in the paint seasons. This is the idea that 
pushing does the most good when there is motion. 

A strongly entrenched practice in sales promotion is 
to keep a close check on all work done with paints sold 
by the Graves-Humphrey store and to use them as a 
background of sales effort. 

By pointing out these jobs frequently to those who 
have much painting to do and those who are considered 
prospects for a single sale, these houses and other build- 
ings become standing advertisements for the company’s 
paint business. Also this practice makes the sales force 
much more particular about seeing that work is well 
done and that good taste is shown in the selection of 
colors. 

It is a practice in the store to consider each sale, 
regardless of the amount of purchase, as a single job 
and the purchaser is questioned as to the use ‘of the 
paint and under what conditions it is to be used. 

While this practice makes many sales of sand paper, 
steel wool and brushes, it does a much larger service 
to the store (and of course to the customer) in giving 
the paint a chance to become a part of a good job, so that 
the salesman can say to Mrs. Jones; “Your neighbor, 
Mrs. Smith, recently painted her bathroom with our 
paint and according to our directions. Just step over 
and take a look at it and you will see how much better 
it looks because of the careful preparation and the good 
tools.” 

The accessory cases are so arranged in front of the 
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Paints are kept in the windows constantly during the season. 
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The household painting guide in this window proved of 
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The stock carried on the counter shelves insures the customer can get any reasonable amount of any item at once. 
Brushes and other accessories are in the cases. 








ample stock carried on the store shelves that each cus- 
tomer must see the brushes, sand paper, scrapers, steel 
wool and other useful aids to a good job while the can 
is being taken from the shelves. 

The sales department also makes free use of color 
cards and racks. These are used in the window displays 
and on the sales counter. By having plenty of color 
racks at hand, much guessing and uncertainty as to 
colors is eliminated. A wrong guess on color is about 
the worst thing that can happen in a paint sale. 

In this city of 50,000 with its large trade territory, the 
Graves-Humphrey store finds a good field for outside 
salesmen. These salesmen work on various lines, special- 
izing on the seasonal goods. Before the spring paint 
season opens the men are given special training on the 
developments in the paint lines since the previous season, 
are posted correctly on new prices of both paints and 
labor, if the customer is going to hire the work done. 

Then during the season the men are supported by 
show window displays in the store. These displays, 
changed frequently, are practically continuous during 
the season. Lists are revised of buildings painted from 
the Graves-Humphrey stock by dates. Then the men 
are ready to meet the trade. 

Mr. Trent, in speaking of the progress made by his 
associates in working out these plans, predicts that the 
end is not yet. “We do not feel,” he writes, “that we 


have reached the limit of expansion, but we expect our 
volume to continue increasing, under normal business 
conditions.” 

Mr. Trent especially points out the profit advantage 
of the paint line, which is evidence that he has not per- 
mitted price appeal to be the strong feature in attracting 
this volume. : 

The mere fact that the salesmen use the completed 
paint jobs as their exhibits, aids them materially in esti- 
mating other sales. When a salesman expects to point 
out a house or other building to his prospect for the 
sale of paint, it makes him see the advantage of having 
a full record of the job. 

A salesman who keeps a record of dates when a build- 
ing was painted will also keep a close account of just 
how much material of each kind was used, how much 
labor was required, at what season it was painted and 
what difficulties were encountered, such as weather or 
other conditions, which are beyond control of the mer- 
chant. 

It has been demonstrated that the salesman who has 
these particulars at hand of a number of buildings of 
various sizes and character of use, is always ready to 
talk to any prospect intelligently about any proposition 
that will come up and then be able to show the prospect 
just how it works out and the explanation is given in 
such a way that the customer understands. 
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60-Year-Old Store Trains Paint Salesmen 
Each Year 


proper place where it is easy for the salesman to reach. 
“We have a price list tacked beside each paint shelf. 
his list names the kind of paint, different sizes and 


66 LL trained, well posted salesmen are of first 
W itera in building a paint trade,” said 
David Shwarz of H. Shwarz Co., Napa, Cal. 

Napa is a city of nearly 7000 with a good trade territory. 
H. Shwarz Co. has a business record of nearly 60 years. 

“What are the : : 
three most important 
factors in the selling 
of paint?” a repre- 
sentative of Harp- 
WARE AGE asked Mr. 
Shwarz, who con- 
sented to answer 
from has own ex- 
perience, as_ related 
to his business. He 
does not profess that 
what is best for his 
store and community 
is best for all stores 
and communities. 

“The training for 
the salesmen should 
be thorough. I am 
firmly convinced that 
it is useless to try to 
build a worth-while 
paint department 
without salesmen 
who not only know 
paint in general but know their line in detail. 

“Every year we have a school for our boys. We have 
the factories whose lines we carry send to us representa- 
tives to give us practical instruction about the manufac- 
ture and sale of paints, varnishes, stains and brushes 
and to answer questions. We have found this school is 
a big help. We do everything possible to help our boys 
to acquire a working knowledge of paint, and that helps 
them to sell. 

“Second, we believe, is to have the stock well displayed, 
conveniently located, and every individual item in its 
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The paint and brush department of 





A Window Display of Paint 
and Brushes That Has Class 


Last week Hardware Age carried a story of 
W. H. Paul’s success with crepe paper in the 
window displays for the Kongs Hardware 
Store of Seneca, Kansas. Here is another 
window by the same artist. This display, 
which really sold the merchandise offered, used 
the colors, orange, for the center strip, a com- 
plementary color of blue, and the trimmings 
were pink and white. The careful arrange- 
ment of these colors and the merchandise re- 
sulted in increased sales of paint and brushes. 
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Anybody, even the greenest schoolboy, can go 


down into our paint department, look at the card or price 
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the H. Schwarz Co., Napa, California. 


list and find anything 
that we have in stock 
and know the price 
of it immediately. 
“This is a big time 
saver. It reduces the 
chances of mistakes 
and it gives cus- 
tomers confidence 
that they are getting 
what they asked for 
and at the standard 


price.” 

“Do you_ hold 
special sales?” 

“No. We don’t 


believe they are the 
best policy for us 
and for our trade. 
They tend to create 
fictitious values, and 
to make bargain 
hunters. Instaple 
and standard mer- 
chandise this is a bad 


thing and is good neither for the customer nor for the 


dealer.” 
“Do you advertise?” 


if . 
In a small way. In our community we have found 
that it does not pay us to advertise as some other dealers. 


Every year we give calendars. 


We believe these help 


to keep our name before our customers and prospective 
customers in the rural community that we serve. 
“But what we believe to be far more important to us 


than anything else is this: 


(Continued on page 75) 
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Paint Department Helps Hardware Line 


Lacquer and kindred products draw many more women 
into oldest Moline store and trade increase follows. 


OME years ago, Thomas Dunn & Sons, the oldest 
hardware store in Moline, Ill., became convinced 
that a paint department was not worth while and 

dropped it. 

About two years ago, with a younger generation ac- 
tively directing the affairs of the store, the earlier de- 
cision was reversed and a full line of mixed paints, 
lacquers, varnishes and accessories was again added. 

It was the idea of Charles J. Dunn, responsible for 
again starting the paint department, that the established 
reputation of the hardware store would be of great 
benefit to the hardware lines. It was. The paint depart- 
ment was off to a flying start. Then the paints became 
the leader and helped the hardware lines, at least those 
lines which women buy, into new speed. The paint 
line has been instrumental in bringing more and more 
women into the store and when coming to buy paint, 
they see other things to buy. The records show that 
under the leadership of the paints, the sale of hardware 
items has increased 60 per cent. 

After two years, the paint department is averaging 
500 a month sales, which Mr. Dunn regards as very 
ood. 

This renewed paint department came into life just in 
time to present brushing lacquer as its leader and Mr. 
Dunn and his son, Charles J. Dunn, Jr., are both strong 
boosters for this newest of household paints. Recently 
Mr. Dunn, Jr., completed a new home and to show his 


th 
$ 
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faith in this newest paint product, he has finished the 
floors and woodwork with the lacquer sold in the store. 
A number of good sales have resulted from showing 
prospective custmers through the house and letting them 
judge the desirability of lacquer finish. 

Chiefly the promotion of the paint department has 
been through window displays, distribution of dealer 
helps, careful salesmanship and store demonstrations. 
The simple rule of asking each customer about the brush 
has not only added to sales totals, but given the sales- 
person an opportunity to instruct the customer as to 
what is necessary in the way of preparation and tools 
in order to get good results from good paint. 

The experience of the Dunn store that lacquer brings 
more women into the store and the same women more 
frequently, is not at all unusual. Where this new in- 
terior decorating material is sold with a proper under- 
standing, some women have adopted interior decora- 
tion as sort of an amusement. 

Perhaps one woman we know was a customer of the 
Dunn store. This woman changed the color scheme of 
her guest room three times in three months because 
she wanted to puzzle three women who were her over- 
night guests. She wanted them to compare notes and 
wonder how it was done. They did, and she got much 
satisfaction out of their puzzlement. Also she bought 
many household things in her frequent visits to the 
store. 














One of the show windows which has been instrumental in building in two years a paint trade for 
Thomas Dunn & Sons 
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Note the lacquered shoes in the display on the main counter. 





























Lacquered Shoes in Window 
Start $1200 Sales 


Bunting’s act quickly on a girl’s suggestion 
and boost sales in the entire paint department. 


UST what influence has the style in women’s shoes on 
J the sale of paint in a retail hardware store? That 

may sound like a question out of an “Ask Me An- 
other” book, but according to Frank Spink, retail man- 
ager of the Bunting Hardware Co., Kansas City, the 
vogue for brightly colored shoes among the women 
of that city this summer has made a very notable increase 
in the sales of the store’s paint department. 

Shoe manufacturers created and then met a demand 
for bright red, blue and green shoes and the brilliantly 
colored footwear became a familiar sight on the streets 
of Kansas City. After these shoes had been worn a 
reasonable time the brilliance was dimmed and there 
seemed to be no way of restoring. 

Then some clever girl conceived the idea of using 
brushing lacquer and came into Bunting’s to see if it 
could be done, Mr. Spink investigated and as a result 
trimmed a window with old shoes, one shoe of each pair 
made brilliant with lacquer and the idea took. 


More than $1,200 worth of small cans of brushing 
lacquer have been sold to women and girls at this writing 
for coloring shoes. One young woman confessed to 
having lacquered a pair of last year’s black shoes five 
times, changing the color as her fancy dictated. 

Naturally the number of women coming to the paint 
department for shoe lacquer has resulted in increased 
sales of lacquer for other purposes. 

In the past twelve months the store has sold $5,000 
worth of lacquer from an average stock of $300. The 
stock of the entire paint department averages about 
$2,500, with annual sales of around $40,000 or about a 
12 time turn-over. 

The large majority of the department’s customers are 
women and it has been found that the women are more 
easily interested’ in the use of lacquer than are the 
men. From lacquer they turn readily to using mixed 
paints and varnishes. In other words lacquer sales have 
boosted sales in all of the paint department lines. 
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Yes, You Can Interest Men in White Lead 


A small movie of how this paint product is made 
not only stopped but held many sidewalk students. 


HITE lead is interesting to men. Harry 

Londelius, manager of a hardware store at 847 

West Sixty-third Street, Chicago, has proved it. 

Mr. Londelius sells an average of five tons of white 

lead a month—a $12,000 annual volume and a stock 

turnover six times a year—but he is not satisfied. He 

is reaching out for more trade and these photographs 
show one of his methods. 








A show window display of white lead was arranged 
with as much educational material as it was possible to 
obtain. Then an automatic movie outfit showing the 
factory processes in the manufacturing of good quality 
white lead was installed. The result was a group of 
interested spectators at all times and a dispensing of 


much of the right kind of information. 


\ | 
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Combining the Paint Up and 
Clean Up Ideas 


HE above window display, used some time ago by 

the Zettler Hardware Co. of Columbus, Ohio, 

illustrates an idea that is especially seasonal during 
the fall house cleaning season. 

There are certain times when a woman turns to the 
idea of renovating her home. Almost invariably she 
meets with delays after she has started this task because 
she has overlooked something in her preparations. 

The hardware dealer can be of real service to the 
women of his community by presenting suggestions for 


a complete house cleaning job, so that the woman who 
observes the window can make her purchases before 
she has donned her housecleaning dress, tied the towel 
around her head and otherwise attired herself so she 
cannot run down to the hardware store and get what 
she wants. Every hardware dealer knows the incon- 
venience of the hurried calls for housecleaning equip- 
ment after the housewife has started the job and de- 
mands instant delivery. Household paints and acces- 


sories should be a prominent part of the display. 





Opening Cans Right Makes for Satisfied Customers 


Here are two ways to open a can of paint. 
THE WRONG WAY 
1. Shaking the can won't take the place of stirring. 
2. Don’t try to stir through the filling hole. 
3. Never try to stir a full can. 


THE RIGHT WAY 
4. Cut out the top of the can and pour part of the 
contents into another can. 
5. Stir thoroughly the portion remaining in the can. 
». Pour back a little at a time, stirring it thoroughly. 
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Plenty of summery days ahead for the motor camper—and he is a great 
user of hardware merchandise. 


When 


Calls to the 


Camper— 


Will your store be ready for the demands that will be made upon 
it by the motorist who seeks another short vacation or the family 
that prefers this season of the yearP 


HE enervating effect of midsummer is past—the 

hazy days of the long Indian summer—with ever 

cooler, ever crisper days in prospect. With 
a greater urge than ever will come the call into the open. 
Not the desire that can be satisfied with a package picnic 
lunch of cold sandwiches and a thermos bottle filled with 
coffee, but the call with the desire for action, with the 
desire to rough it, to take roads far from the beaten 
trail and in some spot, remote from a source of supplies 
to pitch a tent, build a fife, start the bacon to broiling 
and the coffee to boiling. 

Here is the greatest chance of all for the alert hard- 
ware man to sell camp equipment, and here is a chance 
for far more equipment than is required by the mere 
picnic lunch, for the regular camping trip includes con- 
tainers for supplies, cooking equipment and _ utensils, 
dishes and cutlery for the serving of meals, and last, 
hut not least, sleeping outfits. 

These latter range from the crudest and simplest type 
to the most elaborate. The list of things which hard- 
ware men are supplying and which are designed to 
minister to the comfort of the automobile camper in- 
creases yearly. 

A tent or some form of shelter comes first on the list. 
These range from mere shanties up to tents which in- 
clude not only several rooms but a garage to boot. 

Then, there are sleeping bags, cots, pneumatic mat- 
tresses and waterproof sheeting, all profit-bearers to the 
hardware man. 

Pitching the shelter will require ropes, hatchets and 
incidental tools, such as knives and hammers, and some 
of the campers who plan for a long sojourn will find 
chairs, tables and collapsible water bags a necessity also. 

The amount and kind of equipment necessary will 
depend largely on where the campers are going and how 
long they. are likely to stay. Some of the camp stoves, 
designed to burn gasoline, kerosene, acetylene gas or 
alcohol will find a ready sale, as many modern campers 
have little or no patience with collecting sticks for a fire, 
burning their fingers and trying to cook with smoke in 
their eyes. 

Small ice boxes also make an appeal to the camper 


who desires the maximum of comfort. In general, only 
that equipment which will stand hard usage and is 
easy to clean will be favored. Most of the cleaning of 
the pots and pans will be done in running water. Enam- 
eled ware can be wiped out with paper and then rinsed 
in a running stream or brook. It is not discolored, 
stained or pitted by the use of hard or alkaline water, 
and is, therefore, ideal for camping purposes. Food 
may be stored or left standing in it for a long time. 

The hardware man may sell the complete camping 
kits, consisting of hampers, with the equipment arranged 
within them, or he may sell the equipment and hampers 
separately, permitting the camper to select and assemble 
it himself. There are always some buyers who instinc- 
tively dislike complete sets ®f anything and will prefer 
this method. 

In this case, if the dealer organizes in his mind the 
equipment as divided info several processes—that is, the 
equipment for the serving of the meal when it is pre- 
pared, and which may well include a set of enameled 
plates, cups, pitchers, bowls and covered serving dishes, 
as well as a covered container for butter, some jars with 
tightly fitting covers for salt, sugar, condiment and 
similar supplies. Then the equipment for the prepara- 
tion of the meal could make another hamper. This 
would include the necessities for primitive cookery, such 
as a wire broiler for broiling bacon, a frying pan for 
beans, at least four cooking pots for heating soups and 
cooking vegetables, some ladles, long-handled spoons, 
forks and a coffee pot. Be sure to include here can 
openers and bottle openers. 

The containers for the storage of such food supplies 
as the camper will carry with him, and here the small 
ice chest can be featured, will make the third division. 
An enameled pail for the carrying of clean water, another 
pail for the dish washing, and one or two wash basins 
will make the fourth division. 

Many attractive window displays, inspired by the 
beauty of the autumn foliage, will attract attention and 
help the dealer sell the great out-doors to his prospective 
customers. 


I 
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Flood Control Is Your Problem! 


All Business Suffers When an Important Section of the Country 
Suspends Profitable Production and Ceases to Be a Buying Fac- 
tor—You Can Help Obtain Proper Flood Control. 


Hardware manufacturers, jobbers and dealers should 
interest themselves actively in the promotion and enact- 
ment of adequate legislation which will bring about 
proper flood control in the Mississippi Valley and all 
other parts of this country where flood hazards are known 
to exist. The recent Mississippi flood, the worst in sev- 
eral- years, caused untold human suffering and was a 
national economic disaster. Business at large suffers 
when any important section of the country ceases profit- 
able production. This spring 30,000 square miles of 
most fertile farm land was inundated and at least 600,000 
Americans in the Mississippi Valley have been made 
wholly or partially dependent upon public relief for their 
actual existence. The Flood Relief Committee of Con- 
gress estimates that our neglect of the flood hazard costs 
exactly one billion dollars annually in losses from floods, 
many of which could be controlled in the opinion of 
competent engineers. 

R. H. Downman, chairman of the National Flood Pre- 
vention and River Regulation Commission recently re- 
ported in part as follows: 

“The fact of this question of flood control being one of 
varying opinions and our views vupposed to those of con- 
stituted authority, has been a serious obstacle to overcome 
in our efforts to get the country united on comprehensive 
legislation. 

“The Mississippi River Commission has for 45 years held 
to the policy of ‘levees only’ in their efforts at River 
Regulation and flood control. The people of the Valley, in 
view of the present disaster’ now question this policy. The 
present catastrophe has demonstrated completely the futility 
of ‘levees only’ and now, since the Mississippi River Com- 
mission has by force of circumstances acquiesced in creat- 
ing an artificial crevasse in order to save New Orleans, 
and since a large part of the levee system has gone to pieces, 
the people of the Valley and of the whole country will be 
ready to act upon a comprehensive plan for flood control. 

“The situation in the Mississippi Valley has been brought 
to its present critical stage through the confinement policy 
of the Mississippi River Commission. Twenty-seven thou- 
sand square miles of river bottom land which formerly 
served as a natural reservoir for our flood waters has been 
leveed off and taken from the river. All outlets except that 
at the Atchafalaya River have been closed and nothing done 
to relieve the overcharged lower river. During the past two 
years five miles of the eight-mile opening into the Atcha- 
falaya have been closed and this closure has resulted in add- 
ing to the already impossible burden of the lower levees. 
In view of the restrictions placed upon the river the present 


record flood heights and such a catastrophe as now inflicted 
upon the Valley was clearly inevitable. 

“The conservation and the beneficial use of our now wasted 
surplus waters in aid of agriculture, industry and commerce 
will give not only protection from floods but will increase 
the prosperity of all of our people. The benefits dérived 
through hydro-electric development, irrigation and inland 
water transportation through stream flow regulations will 
turn this present liability into an enormous asset.” 


Anthony Doherty, Doherty Hardware Co., Ltd., Baton 
Rouge, La., is an active member of the flood commission 
and at the present time is devoting time and energy to 
the important work of arousing the interest of the hard- 
ware industry in the absolute need of adequate flood 
control. 

Nearly two years ago Representative ©’Connor, 
Louisiana, introduced the O’Connor-Newlands bill, No. 
5025, which in brief outline: 

“Creates a Waterways and Water Resources Commission 
consisting of a chairman to be appointed by the President, 
the Secretaries of War, the Interior, Agriculture, one mem- 
ber of the Senate, one member of the House and one econo- 
mist expert. 

“Creates a Water Control Board consisting of the Chair- 
man of the Commission, three assistant secretaries appointed 
by the three cabinet officers, a member of the Engineers 
Corps of the army, a hydraulic engineer from civil life and 
a hydroelectric engineer from civil life. 

“Commission may utilize the various agencies of the gov- 
ernment and also regulate the duties of the board. Commis- 
sion also coordinates and unites all present engineering, scien- 
tific and utility services in investigating all waterways and 
water resources to formulate and report to Congress a com- 
prehensive plan or plans for the development of waterways 
and water resources of the United States. 

“Tn plan and procedure commission is to assign to the 
United States such portions of the development as may be 
appropriately undertaken by the government and to the states, 
municipalities, communities, corporations and individuals such 
portions as belong to their respective jurisdictions, rights, and 
interests. : 

“Initial appropriation of $250,000 made available for the 
expense of the general survey. 

“Further sum of $250,000 available for special expenditures 
for complete and comprehensive plan for entire watershed 
of Mississippi, Missouri and Ohio Rivers and for relief of 
lower Mississippi Valley. 

‘Commission empowered to make contracts, retain outside 
services and organize field and office forces in making its 
investigation and preparing its plans.” 








Write your Senators and Representatives immediately requesting their support 
to this or other legislation which will bring proper flood control. Bring the sub- 
ject before your hardware association, your local civic and business men’s or- 
ganizations and arouse the interest of your neighbors for the same effort. 
centrated effort will result in congressional action. 


Con- 
Get busy! 
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Pittsburgh Wholesale Dealers 
Plan Visit to Retailers 


There is a suggestion to wholesale hard- 
ware dealers in various distributing cen- 
ters in the plan of wholesale merchants 
of Pittsburgh to visit in a body their cus- 
tomers at various points in the Pittsburgh 
district. It is planned to make these tours 
at fortnightly intervals until the entire 
territory served from Pittsburgh is cov- 
ered. 

The first tour, in which executives of 
20 wholesale houses will participate, will 
be by automobile and will begin with a 
visit Aug. 31 at Canonsburg, the party 
then moving on to Washington, Waynes- 
burg and Morgantown, W. Va. A social 
meeting will be held in the evening of 
Aug. 31 at the Hotet Morgan, Morgan- 
town, and also at the conclusion of the 
next day’s tour, which includes stops at 
Uniontown, Pa., Connellsville, Scottdale 
and Greensburg, at the Penn-Albert Hotel, 
Greensburg, to which dealers and_ their 
friends are invited. 


The Osborn Mfg. Co. Purchases 
Rubico Brush Manufacturers 
The Osborn Manufacturing Co. of 

Cleveland, Ohio, manufacturer of brushes 

and brooms, has purchased from former 

owners, the Rubico Brush Manufacturers, 

Inc., New York City, makers of paint 

and varnish brushes. 

Rubico Brush Manufacturers, Inc., will 
be continued as heretofore with Isidor A. 
Rubin, founder and manager of the busi- 
ness as president in charge of operations. 
Earl W. Cannell of The Osborn Manufac- 
turing Co. has been elected ‘secretary and 
assistant manager. 

In acquiring the Rubico plant, the Os- 
born company has greatly strengthened its 
position in the Brush trade as many of the 
customers of the Rubico company are 
among the largest hardware jobbers, paint 
manufacturers and paint jobbers. 


E. R. Antrim Now Representing 
DeSoto Paint Mfg. Company 
E. R. Antrim, formerly with the Carter 

White Lead Co., Chicago, IIl., represent- 

ing it in Tennessee, Arkansas and Missis- 

sippi, is now the representative of the 

DeSoto Paint Mfg. Co., Memphis, Tenn., 

in Arkansas and Louisiana. 


Pratt & Lambert Outing At Erie 
Beach a Great Success 

Fine weather, a happy crowd, and a 
varied athletic program combined to make 
the outing at Erie Beach, Ontario, on 
Saturday, Aug. 13, one of the most suc- 
cessful ever held by the employees of 
Pratt & Lambert, Inc., of Buffalo, N. Y. 
The outing is the annual affair arranged 
by the P. & L. Employees’ Benevolent 
Association for the members of the P. & L. 
family in Buffalo and Bridgeburg, Ontario, 
Canada. 

There were thirteen events on the sports 
program, including a baseball game in 
which the printing department defeated 





the laboratories by a score of 24 to 4. 
Many valuable prizes were awarded to the 
winners of the various contests by A. D. 
Graves, president of the company and 
honorary chairman of the committee. 
Credit for the success of the picnic was 
largely due to the efforts of R. C. Stark, 
production superintendent and chairman of 
the general committee, and his assistants. 


Norman T. Drescher Advanced, 
Bursley Joins Valentine & Co. 


Norman T. Drescher, recently manager 
of the Trade Sales Division, which in- 
cludes all dealer activities, has been ap- 
pointed general sales manager for Valen- 
tine & Co., New York City. Mr. Drescher 
has been with Valentine & Co. for more 





Norman T. Drescher 


than 15 years, starting in the accounting 
department, later as sales promotion man- 
ager and other positions in sales work. 
His steady promotion brought him to this 





Harry C. 


Bursley 


new position, and he is the first to carry 
this title. 

Harry C. Bursley succeeds Mr. Drescher 
as manager of the Trade Sales Division. 
He was with Valentine & Co. for several 
years, but left its employ ten years ago 
to become advertising manager of the 
Murphy Varnish Co., of Newark, N. J. 
This change brings him back with his old 
associates, with whom he learned the var- 
nish business. 





Fred Arbogast Invents the 
“Tin Liz,” a Metal Minnow 


champion caster of 
The Arbogast 


Fred Arbogast, 
Akron, Ohio, invented 
Kicker several- years ago. The fishermen 
found this very popular. He has now 
added a metal minnow to his line which 
is called Tin Liz. This bait, is made of 
solid tin, the shape of a minnow and 
equipped with one hook. 

In the last five years Mr. Arbogast has 
won many national titles. He holds the 
fisherman’s plug cast record of 250 feet, 
the one-quarter ounce record of 240 feet 
and other distance records. 


Columbus-McKinnon Chain Co. 
Moves to Tonawanda, N. Y. 


The Columbus-McKinnon Chain Co. re- 
cently moved its executive and general 
sales offices from Columbus, Ohio, to the 
Electrical Welding Plant in Tonawanda, 
N. Y. The Columbus plant will continue 
in operation for the manufacture of chain. 
A district sales office will function from 
there as well. 


C. G. Olson Now In Detroit 
Office of Chain Belt Co. 


Charles G. Olson, formerly of the main 
office of the Chain Belt Co., Milwaukee, 
Wis., has been transferred to the Detroit 
office at 8855 Woodward Avenue. He has 
been connected with the sales department 
for several years. 


H. A. Adams, Jr., Returns After 
Seven Years in India 


H. A. Adams, Jr., has just returned to 
New York after being in India for seven 
years as manager for the Walworth In- 
terifational Co., 44 Whitehall Street, New 
York City. Mr. Adams has been asso- 
ciated with the export of engineering ma- 
terial for a number of years, having been 
with the Allied Machinery Co. of America 
before going to.India. He plans on hav- 
ing headquarters at Room 605, 44 White- 
hall Street, New York City, for a few 
months before announcing his new con- 
nection. 


Ernest T. Trigg Honored on 
Fiftieth Birthday 


Men prominent in finance, industry, and 
politics paid tribute to Ernest T. Trigg 
at a dinner given in his honor at the 
Manufacturers’ Country Club in Oreland 
on Aug. 11, 1927. Mr. Trigg is president 
of John Lucas & Co., Inc., paint manu- 
facturers of Philadelphia, Pa. 

More than 500 attended the dinner, which 
marked the celebration of Mr. Trigg’s 
fiftieth birthday. The dinner was under 
the direction of the Philadelphia Paint, Oil 
and Varnish Club. 
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First Metropolitan Ass’n Outing an Enthusiastic 
Gathering—Want Same Thing in 1928 


About three hundred hardware dealers 
and salesmen participated in the first joint 
outing of the Metropolitan Hardware As- 
sociation’s four sectional associations, held 
Thursday, Aug. 18, on board the Day Line 
steamer “Peter Stuyvesant.” Al €ornell, 
past president of the Metropolitan asso- 
ciation and chairman of the outing com- 
mittee, engineered the entire party with 
that unusual organization ability which is 
well known to all who attend the annual 
Metropolitan dinners. Al did such a fine 
job that the heavy rains all day didn't 
even dent the enthusiasm of the crowd, 
who generally expressed the hope that one 
joint outing be held in succeeding years, 
and again on a boat. Commodore Henry 
Rohlfs, whose reputation among Brooklyn 
nautical groups is very high, disappointed 
the crowd by his failure to appear in 
proper boat uniform. He was excused be- 
cause of the rain, with the understanding 
that he will wear a rear admiral’s outfit 
next year. 

3reakfast and dinner were both served 
on the boat. Music was furnished by 
George Kohlmeier’s orchestra. George is 
also a hardware merchant and a son of 
the late John Kohlmeier, first president of 
the Manhattan and Bronx association. 





R. J. Atkinson, Brooklyn, N. R. H. A. 
president; John B. Foley, secretary, New 
York State association; Edward Ferguson, 
president; C. H. Tilson, secretary, and 
Vice-president Jos. Ringler of the Man- 
hattan and Bronx association; H. A. Vogt, 
president, and Robt. Pearsal, secretary, of 
the Brooklyn association; Lou Schelling, 
president, and Al Birkenmeier, Jr., sec- 
retary, of the North Jersey association; 
Matt Ludlow, past N. R. H. A. president ; 
Chief Booster Chas. Pincus; secretary of 
the Boosters, Roy C. Schmidt, and their 
faithful treasurer, Geo. W. Eadie, were 
among those present. 

There were about 30 Boosters present, 
and during the boat ride 16 salesmen ap- 
plied for admission to the Hardware 
Boosters. Every Booster sported one of 
the new name badges, which worked out 
very well. 

The boat started at 9.30 a. m. and re- 
turned home about 8 p. m., shortly after 
dinner was served. This gave plenty of 
time for meeting old acquaintances and 
making new friends. There were plenty 
of card games, deck golf contests and other 
sports to interest the crowd. The two 
meals served on board were mighty good, 
so good that many of the boys won’t care 
about another meal for some time. 





Westchester Shore Dinner 
Attracts 70 Hardware Men 


Nearly seventy hardware men gathered 
at the Lawrence Inn, Rye, N. Y., on 
Wednesday, Aug. 17, to enjoy the sixteenth 
annual shore dinner of the Westchester 
County Hardware Dealers’ Association, at 
which President Fred Howard, Mount 
Vernon, N. Y., presided. Secretary Bill 
Vetter, of New Rochelle, N. Y., did a most 
efficient job in his genial way. It was 
3ill’s job to see that things ran smoothly, 
and they sure did. 

Many of the members and their friends, 
the salesmen, gathered in the afternoon 
to swim at Rye Beach. Edward Ferguson, 
a member and also president of the Man- 
hattan and Bronx Association, was pres- 
ent. The Hardware Boosters were well 
represented with 14 members. 

Lawrence Inn is famous for its shore 
dinners, and the Westchester dealers and 
visiting salesmen did justice to the efforts 
of the chef and his coworkers. There 
were no speeches. Cigars were donated 
by Masback Hardware Co., New York. 


A. B. Armstrong Dies 


A. B. Armstrong, secretary, treasurer, 
and general manager of the Superior 
Machine Tool Co., the Kokomo Spring 
Co., and the Kokomo Nail & Brad Co., 
Kokomo, Ind., died on July 29, following 
a long illness. He was actively identified 
with other manufacturing and banking in- 
stitutions at Kokomo. 





Pittsburgh Retailers to Open 
Fall Season Meetings Sept. 23 


The Pittsburgh Retail Hardware Deal- 
ers’ Association will resume its regular 
monthly meetings on Sept. 23, and will 
have as its guest and speaker Harry 
Kaiser, PASHA president, who during the 
week of Sept. 18 will be on a tour of 
western Pennsylvania and is scheduled to 
address group meetings of hardware re- 
tailers at Dubois, Punxsutawney, New 
Castle and Washington. A feature of these 
gatherings will be a sales skit staged by 
Henry Disston & Sons, Inc. The meeting 
of the Pittsburgh group is to be held at the 
Seventh Avenue Hotel, Pittsburgh. 





Giles L. Reynolds Dies 


Giles L. Reynolds, retired treasurer and 
for many years a director of the Ameri- 
can Pulley Co., Philadelphia, died on 
Aug. 2 at his home in New London, Conn. 
He was 81 years of age and had helped 
to organize the Pulley company in 1896. 


R. F. Shedden Sales Manager 
E. W. Carpenter Mfg. Co. 


R. F. Shedden has been appointed sales 
manager of the E. W. Carpenter Mfg. 
Co., 1565 Railroad Avenue, Bridgeport, 
Conn. This company manufactures and 
distributes hardware specialties. For the 
past five years Mr. Shedden has been 
assistant sales manager of the Bridgeport 
Chain Co., Bridgeport, Conn. 





Inland Steel Co. Advances F. R. 
Meyer Jr. and W. F. Brumm 


Frank R. Meyer, Jr., St. Louis district 
manager for the Inland Steel Co., Chicago, 
has been appointed assistant vice-president 
in charge of sheet steel sales, succeeding 
Walter C. Carroll, vice-president, who re- 
signed Aug. 1 to become president of the 
National Association of Sheet and Tin 
Plate Manufacturers. Mr. Meyer began 
his business career with the Standard 
Stamping Co., leaving that concern after 
16 years to represent various steel com- 
panies in St. Louis. He became affiliated 
with the Inland company in 1911 and was 
made St. Louis district sales manager on 
Jan. 1, 1919. 

Walter F. Brumm, formerly assistant 
sales manager at St. Louis for the Inland 
company, has been appointed district sales 
manager. He entered the steel business 
as a stenographer in the St. Louis office 
of the Pittsburgh Steel Co. Two years 
later he was given a territory in southern 
Illinois and subsequently represented that 
company in the Northwest, with headquar- 
ters at St. Paul. He resigned in 1914 to 
go with the Cambria Steel Co., and repre- 
sented that company and its successor, the 
Midvale Steel & Ordnance Co., in the 
Kansas City district until its absorption by 
the Bethlehem Steel Corporation in 1923. 
He then took a position with the National 
Enameling & Stamping Co., becoming as- 
sociated with the Inland company on Feb. 
1, 1925. 





Servel Corp. In Receivership 
Reorganization Is Planned 


Reorganization and refinancing of the 
Servel Corporation, Evansville, Ind., manu- 
facturer of gas and electric refrigerators, 
truck bodies and gasoline motors, is 
planned as the result of the appointment 
of receivers by the Superior Court at 
Evansville. Among the changes to be 
made are the transfer of the Newburgh, 
N. Y., plant to Evansville and the re- 
moval of all offices to the latter city. An 
investment of approximately $3,000,000 in 
the Evansville plant is to be arranged for. 
3oth the Servel Mfg. Co., the producing 
unit, and the Servel Corporation, the sales 
organization, are involved, and the _ re- 
ceivers will take charge of both com- 
panies. 





Several Additions Announced 
to Raytheon Mfg. Co. Personnel 


The Raytheon Manufacturing Co., of 
Cambridge, Mass., announces several addi- 
tions to its personnel. FE. S. Riedel has 
been appointed sales manager in charge 
of sales to jobbers and dealers. N. McL. 
Sage has been appointed sales promotion 
manager. D. E. Replogle, long associated 
with the company, is now in charge of the 
seivice laboratory. W. K. Flemming, for- 
merly general manager of the Storad Mfg. 
Co., of Cleveland, Ohio, has joined the 
laboratory staff and is in charge of re- 
search work on improved filter circuits. 

The Raytheon Mfg. Co. manufactures 
gaseous and colloidal rectifiers for radio 
power units and storage battery rechargers. 


























Chain Products Co. Appoints 
R. H. Newton in New England 


R. H. Newton has been appointed fac- 
tory representative in New England, West 
Virginia, New York and Pennsylvania 
territory, for The Chain Products Co. of 
Cleveland, Ohio, in behalf of the Hodell 
Tire Chain Sales and Service Station. 

Mr. Newton was for three years south- 
ern district manager in the accessory divi- 
sion of The Gates Rubber Co. of Denver, 
Col., and formerly assistant manager in 
the accessory division of The Dayton 
Rubber Mfg. Co. of Dayton, Ohio. 


Greene-Tweed & Co. Purchase 
the Tidey Thermostat Company 


Greene-Tweed & Co., 109 Duane Street, 
New York City, have taken over the 
manufacture and sale of the products of 
the Tidey Thermostat Co., of Madison, 
N. J. These products include the Tidey 
lurnace Clock and the Tidey Thermostat. 
The latter is designed to sell at a popu- 
lar price and will be actively in produc- 
tion through the Greene-Tweed factory at 
Newark, N. J., before Sept. 1. 


S. E. Tidey will be in charge of this 
department. 
Clarence E. Bullock and 


Malcolm Isbister Unite 


Clarence E. Bullock, who has been the 
personal representative of a group of fac- 
tories for some 17 years, and Malcolm 
Isbister, who has represented Peck, Stow 
& Wilcox as western representative for 
14 years, have combined their resources 
and abilities and formed the firm of 
Sullock & Isbister. They will represent 
several manufacturers and have their ware- 
house and office at 174 North Market 
Street, Chicago, Ill. 


O. J. Mitchell, Sales Manager of 
Rainbow Appliance Corp. 


The Rainbow Appliance Corp., of 
Rochester, N. Y., manufacturer of the 
Rainbow Automatic Ironer, announces the 
promotion of O. J. Mitchell to the posi- 
tion of sales manager. Mr. Mitchell has 
been associated with the company since 
early in 1925. He succeeds W. R. Moyes, 
who as first vice-president and general 
manager will continue to direct the ac- 
tivities of Rainbow and its affiliated com- 
panies. 


Maxwell Hardware Co. Is Not 
a Retail Organization 


In order to straighten out a misunder- 
standing which seems to exist, the Max- 
well Hardware Co., Inc., hardware jobber 
of Wichita Falls, Tex., has issued the fol- 
lowing statement: 

“On May 28, 1926, the retail hardware 
store known as Maxwell’& Son, hard- 
ware, in Wichita Falls, Tex., was sold to 
the Bailey-Moline Hardware. The firm of 
Maxwell & Son went out of existence 
when the retail store was sold. J. L. 





Maxwell, president; C. H. Maxwell, vice- | 


president, and J. C. McBee, secretary and 
treasurer, are now conducting the Max- 
well Hardware Co., Inc., a jobbing house 
in Wichita Falls, Tex., and is in no way 
connected with the Bailey-Moline Hard- 
ware, a purely retail organization.” 


Elbert H. Gary, Steel Industry’s 
Great Leader, Dies in New York 


Elbert H. Gary, one of the foremost 
figures in American industrial life, passed 


away at his New York City home on Mon- 





‘» 
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Judge Elbert H. Gary 


day, Aug. 15, 1927. Judge Gary had been 
ill for a few weeks, but his death came 
as a shock to the world. As chairman of 
the Board of Directors of the United States 
Steel Corp. he ranked as one of the big- 
gest men in the United States. 
He was born near Wheaton, 
Oct. 8, 1846. His early education was in 
the public schools of Wheaton. He gradu- 
ated from the University of Chicago and 
practised law until 1892, when he was 
elected county judge of Du Page County. 
In 1898 the Federal Steel Co. was formed 
with Judge Gary as chairman of the Board. 
Still greater consolidations brought him to 
the position which he held till the time of 
his death. Judge Gary was also president 
of the American Iron and Steel Institute, 
and his addresses at the semi-annual meet- 
ings have been the outstanding feature. 


Ill., on 


Daniel J. Geary Dies 


Daniel J. Geary, for a number of years 
assistant manager of sales for the Repub- 
lic Iron & Steel Co., Youngstown, died 
recently at Owensboro, Ky., aged 58 years. 
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Axtell Co. to Open Offices and 
Warehouse in San Angelo, Tex. 


An investment of approximately $200,000 
is being made in San Angelo, Tex., by 
the Axtell Co. of Fort Worth, Tex. This 
company, manufactures well machinery, 
pump jacks and heavy hardware. It is 
establishing this plant in San Angelo to 
serve this West Texas trade territory. 

A two story building, 100 by 55 feet has 
been purchased which will house the office 
and warehouse. Eight or ten persons will 
be employed and two traveling salesmen 
will work from the office. Harry Proctor 
will be office manager and R. J. Mathis is 
to be in charge of the warehouse. 


Charles A. Hauck Dies 


ciated with The Hardware Board of Trade, 
Ltd., New York City, died on Aug. 16, 
1927, at his home, 8517 Eighty-seventh 
Street, Woodhaven, L. I. Since the age 
of 17 Mr. Hauck has been with The Hard- 


ware Board of Trade, and for many years 
has served as its actuary. He was secre- 
tary of the New York Iron and Steel 


Association and a member of the Roofers 
and Sheet Metal Jobbers’ Credit League, 
the Hardware Club, and the Queensboro 
Lodge, B. P. O. Elks, No. 878. Mr. Hauck 
is survived by his widow, a son and daugh- 
ter, five sisters, a brother and a grand- 


son. He was 57 at the time of his death. 


H. W. Black, Vice-President 

Black Wire Rope Company 

Harry W. Black, formerly president of 
the Black Steel & Wire Co., Kansas City, 
Mo., now the Union Wire Rope Co., will 
be vice-president in charge of operations 
and the Black Wire Rope Co., 
Peoria, IIl., which was organized recently 
to manufacture wire rope. 


sales of 





P. C. Rickey, Vice-President 
of New Britain, Conn., Bank 


Pardon C. Rickey, treasurer of Landers, 
Frary & Clark, New Britain, Conn., for 
several years, has been made active vice- 
president and trust officer of the Com- 
mercial Trust Co., New Britain, Conn., 
effective Oct. 1. Mr. Rickey has been a 
director of the bank for some time. He 
is a native of Chicago, IIl., and a graduate 
of the Northwestern University, Evans- 
ton, Ill. 


Zenith Radio Sales Manager 
Becomes Cleveland Jobber 


The resignation of N. A. Fegen, secre- 
tary and sales manager of the Zenith Ra- 
dio Corp., Chicago, Ill., has recently been 
announced. Mr. Fegen leaves the Zenith 
Radio Corp. to take up a wholesale dis- 
tributorship for Zenith in northeastern 
Ohio, having his place of business in Cleve- 
land, Ohio. Mr. Fegen, after making a 
close study of the wholesale dealer propo- 
sition decided to embark in the business, 
the Cleveland and adjacent territory giving 
him the opportunity which he sought. 
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Many Advantages Claimed for 
Compressed Lead Head Nail 


There are many advantages claimed for 
the compressed lead head nails manufac- 
tured by Dickson Weatherproof Nail Co., 
P. O. Box 334, Evanston, Ill. Dickson 
lead head nails are said to be made by 
a patented process of encasing the head of 
a barbed roofing nail in lead, which is 





applied cold under more than two tons 


pressure. The result is a lead head, which 
the manufacturer claims to be neat, com- 
pact, solid, and firm. The lead head 
said to completely seal the holes made in 
galvanized sheet metal where the nails are 
driven through it. This action prevents 
moisture from coming in contact with the 
raw edges of the nail holes and starting 
rust. 

Among the many other advantages which 
the manufacturer claims for the product 
are: high compression insuring high qual- 
ity and elimination of lead washers and 
zinc covered roofing nails. 

Dickson compressed lead head nails are 
ordinarily packed in 100-lb. kegs and in 
63-lb. boxes. 


is 


Ajax Electric Specialty Co. 
Makes Aerial Connector 


The Ajax Aerial and Lead-in Connector, 
manufactured by the Ajax Electrie Spe- 
cialty Co., 1926 Chestnut Street, St. Louis, 
Mo., holds two No. 14 wires with tight 
contacts. The manufacturer states that 
soldering or cutting of wires is eliminated. 
It is made of copper, and has heavy brass 
screws and a set nut. 


AJAX ST. Louis 





Ideal Wallpaper Protector Is 
Useful and Practical 


The Ideal Wallpaper Protector is said 
to be indispensable when washing or paint- 
ing woodwork, windowsills, baseboards 
and moulding. The Pressed Metal Prod- 
ucts Co., 6925 Colfax Road, Cleveland, 


Ohio, the manufacturer, also states that | 
there can be no spotted or smeared wall- | 


paper when this product is used. 





Bird Cages and Stands Now 
Supplied in Varied Finishes 


Several new bird cages and stands have 
recently been offered by O. Lindemann 
& Co., manufacturer of bird cages at 35 
Wooster Street, New York City. Cage 
No. 2996 and Stand No. 996 are among 
those which have a colorful appeal. They 
can be had in brass, orange with red trim, 
and green with blue trim. 




















Electric Soldering Iron Co. Makes 
Four Types of Irons 


The line of electric soldering irons, 
manufactured by the Electric Soldering 
Iron Co., 124 West Eighteenth Street, 


New York City, is said to have been de- 
veloped after years of experience and 
experimenting with electric soldering irons. 














The Esico Soldering Irons are manufac- 
tured in four sizes. Type 100 Watt is 
for telephone switchboards, delicate instru- 
ments and radio. For medium tin work, 
automobiles and general factory solder- 
ing, the Type 200 Watt is to be used. 
Type 350 Watt is for heavy metal sheet 
work and automobile radiators, etc. Large 
cans, roofs, and objects of large areas are 
provided for by the Type 500 Watt. The 
tips of the irons are said to be of pure 
copper. The heating element is said to be’ 
wound with Nichrome resistance wire 
with a very high grade of mica insula- 
tion. The handle is of the anti-heat type, 
connecting or screwing onto the heating 
element tube at the extreme end, which is 
claimed to be the lowest temperature point 
of the tube. 


The Loxrite Radiator Cap Adds 
Distinction to Car 


A distinctive and attractive radiator cap 
is offered to the trade by the Attwood 
Brass Works of Grand Rapids, Mich. 

The Egyptian Design of the Loxrite 
Radiator Cap, is said to be built for the 
Moto Meter,. proving itself a utility as 





well as an ornament. The cover, which 
the manufacturer claims to be unleakable, 
is securely held in place by the convenient 
patented latch and opens automatically. 

Some of the features which are claimed 
for this product are, insures ‘the Moto 
Meter against breakage and theft, easy to 
install and it screws on like an ordinary 
cap, locking in place, after which it can 
not be removed, except with special tools. 
It is attractively engraved and finished in 
satin and polished nickel. The Egyptian 
Design is furnished in two sizes. 
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(Washington Bureau of HARDWARE AGE) 


WaAsHINGTON, Aug. 23—Business inter- 
ests of the country who have been keep- 
ing an eye on Washington and scolding 
about so-called high Federal taxes should 
turn their attention to their own states 
and home towns if they want to strike 
at the worst source of taxation. At least 
Under-Secretary of the Treasury Ogden 
L. Mills, in a recent address before the 
Institute of Public Affairs, University of 
Virginia, Charlottesville, Va., plainly indi- 
cated. 

He pointed out that the tax problem in 
the United States today is no longer one 
of Federal, but rather of state and mu- 
nicipal finance. Ever since the war, the 
attention of taxpayers has been fixed on 
Washington, Secretary Mills said; their 
insistent demands for relief have been 
aimed at the Federal government, and the 
results have been eminently satisfactory. 
Expenditures have been reduced to bed- 
rock, it was asserted, and taxes cut to 
a point where, either from the standpoint 
of rates or of total volume, they no longer 
constitute an excessive burden for a na- 
tion as rich as the United States. There 
are those who interpreted these particular 
remarks as notice from the administration 
that the public should not expect a great 
cut in taxes at the next session of Con- 
gress and will be disappointed if it does. 

Mr. Mills then went to stress big éx- 
penditures by states and municipalities 
which were pictured as being the source 
of onerous taxation. Federal expenditures 
will not be held down, he asserted, if the 
recently instituted practice of giving aid 
to the states is broadened to cover an 
ever-widening field of activities, “a prac- 
tice which is being strangely and _ persis- 
tently urged by special groups striving for 
immediate results by go-getter methods, 
and which is open to two very serious 
objections: First, it makes it difficult to 
measure the true cost of Federal func- 
tions; and, secondly, most important, it 
undermines the most fundamental and the 
soundest principle of our whole govern- 
mental structure, that of home rule, with 
all that it spells in the way of responsi- 
bility and of local and individual self- 
reliance. Centralization in the United 
States is the enemy of good government.” 

Then Mr. Mills paid his compliments to 
state and local taxation policies. While 
Federal taxes were reduced from 4905 
millions in 1921 to 3417 millions in 1926, 
he said, or a reduction of 1488 millions, 
state and local increased from 3933 mil- 
lions to 5348 millions, or an increase of 





Washington News Letter 


Local Taxes, Not Federal, Worst Source, Says Mills—Indication 


of Opposition to Farm Legislation—Growth of Air Mail 


By L. W. Moffett 


1415 millions. 3etween 1921 and 1926 
state taxes increased 61 per cent and local 
30 per cent, while Federal taxes declined 
30 per cent. It was declared that the dif- 
ference between the rate of increase of 
state and local taxes is easily explained by 
the larger contributions made by the states 
to functions once almost exclusively 
financed locally, such as education and the 


construction and maintenance of high- 
ways. Federal taxes amounted per capita 


to $27.17 in 1926, Mr. Mills said, as com- 
pared with $45.23 in 1921; and per person 
gainfully employed to $76.61 in 1926 and 
to $120.16 in 1921. State and local taxes 
were declared to have been $36.27 per 
capita in 1921 and $45.66 in 1926; $96.35 
per person gainfully in 1921 and $119.92 
per person gainfully employed in 1926. 
In New York, according to Mr. Mills, 
property taxes are consuming from 30 to 
50 per cent of net income from property 
in the prosperous agricultural sections of 
the state. 


Points were made in the address of Mr. 
Mills which were taken to mean that the 
administration is not going to stand for 


farm legislation, such as the so-called 
Farm Bloc urged through the Haugen- 


McNary subsidy bill, milking of the Treas- 
ury in an artificial and vain effort to bring 
prosperity to the agricultural interests. 
Upon the heels of Mr. Mills’s address, 
Secretary of Agriculture W. M. Jardine 
published an article in The Farm Journal, 
Philadelphia, which also indicates the gov- 
ernment will strongly synthetic 
farm legislation. The Secretary's article 
came out plainly in dealing with “Stabil- 
izing Farm Prices” by urging the creation 
of a Farm Board which would be in the 
nature of trade association with a view 
to better adjustment of production to mar- 
ket conditions. This, he pointed out, would 
call for more complete and accurate in- 
formation on supply and demand at home 
and abroad, made readily available to 
farmers in time to help them regulate pro- 
duction. Should a cabinet head come out 
with advice to business interests to or- 
ganize and regulate production, etc., it is 
probable that it would create a gasp of 
astonishment, to say nothing of charges 
that might be bandied about. Yet the Sec- 
retary’s suggestions look to be not only 
within the legal limits, but also to be 
soundly constructive. Still, if they were 
not made to the agricultural interests and 
directed instead to business interests, there 
can be little doubt that they would arouse 
a storm of criticism by many who possi- 


« ppr se 





bly will warmly favor them as a means 
ot helping the farmer, though necessarily 
there will be much opposition by hand 
political stars in seeking votes. Mr. Jar- 
dine said that in handling surpluses due 
to weather conditions he believed much 
could be done through commodity-stabil- 
ization corporations, operated by the farm- 
ers themselves or by their marketing or- 
ganizations under the general guidance of 
a Federal Farm Board. The essential 
function of such a corporation, it was 
pointed out, would be to take off the mar- 
ket for a time a certain amount of a com- 
modity to prevent the price from falling 
to a ruinously low level. A revolving fund 
would be set up and administered by the 
board to help cooperatives establish them 
sel¥es on an “effective basis” and to help 
carry a surplus from one year to the next, 
or at least long enough to prevent undue 
depression of prices at harvest time. 

After giving further details, Secretary 
Jardine said: 

“This plan would not put the govern- 
ment into the business of buying and sell- 
ing farm products. It is in no sense a 
scheme of price-fixing. It would not in- 
terfere with the regular functions of co- 
operative marketing organizations.” 

The Secretary’s proposal has created 
much interest if it has not created a mild 
sensation. 


That the business men along with others 
are staking to the air mail to meet con- 
ditions of present-day speed demands is 
shown by a statement just issued by Post- 
master General New, showing the success 
of the operations of 12 contract air mail 
routes throughout the United States in 
May, June, and July. He compares the 
success of these routes with the subsidized 
routes of Europe. In May, the Postmaster 
General said, there were 46,133 Ib. of mail 
carried on the 12 routes, for which con- 
tractors received $133,738.10. In June 
there were 55,026 Ib. of mail carried, 
for which the contractors received $159,- 
201.84, while for July there were 53,521 
lb. of mail carried and the contractors 
were paid $155,183.95. While the amount 
of mail carried was for July than 
for June, there were but 25 business days 
in July as against 26 in June. Six of the 
12 routes performed 100 per cent during 
July. Figures made public by Second 
Assistant Postmaster General Glover show 
that the total postal matter handled by 
seven air mail routes operating from 
Bourget Field, Paris, France, in March 
amounted to less than 800 Ib., while. in 
April there were 1283 Ib. 


less 
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General Market 


Fall Hardware Is More Active— 
Shelf Goods in Demand— 
Collections Reported as Fair 


Fall hardware is becoming more active in the majority of im- 


portant hardware market centers. 


Western jobbers seem to be en- 


joying greater improvement than those east of the Mississippi, ac- 
cording to reports received. Shelf goods are active in all markets, 
with nails, bolts, screws and other all-year staples having an un- 


usually good demand. 


Crop reports are very encouraging, so are accounts of employ- 


ment surveys. 
hardware jobbers and dealers. 


A good fall trade is expected by the majority of 


Collections average fair and prices generally are firm. 


Dollar Volume of Trade Up | Receipts of wheat a ~— markets 
were substantially larger than a_ year 
for Week Ended Aug. 6 earlier. Receipts of cotton in sight were 


Measured by check payments, the dollar 
volume of business for the week ended 
Aug. 6 exceeded that for either the pre- 
ceding week or the corresponding week of 
last year, according to the weekly state- 
ment of the Department of Commerce. 
Wholesale prices showed little change 
from the preceding week, but were still 
substantially lower than in the corre- 
sponding week of a year ago. Prices for 
cotton advanced over the preceding week 
and were also higher than last year. Iron 
and steel prices declined from both the 


preceding week and the corresponding 
week of 1926. 
Loans and discounts of Federal Re- 


serve member banks were higher than for 
either the preceding week or the first 
week of August, 1926. Prices for stocks 
continued to advance, both as compared 
with the previous week and the corre- 
sponding week of last year. Interest rates 
or call loans were lower than in the previ- 
ous week or in the same week of 1926. 
3ond prices again advanced, being higher 
also than in the corresponding week of last 
year. 

The production of bituminous coal dur- 
ing the week ended July 30 was larger 
than in the preceding week, but was lower 
than in the same week of 1926. Lumber 
output declined from the preceding week, 
but was the same as for the corresponding 
week of last year. The production of bee- 
hive coke, showing no material change 
from the preceding week, was substantially 
lower than in the same week of 1926. 

The output of crude petroleum reached 
a new high peak during the fourth week 
of July. Building contracts awarded in 
thirty-seven States called for smaller ex- 
penditures than in either the preceding 


week or the same week of a year ago. 





running higher than a year ago. Receipts 
of cattle at primary markets were lower 
than last year, but hog receipts were 
greater than a year ago. 


Credit Men Urge U. S. Survey 
on Credit by Government 


An appeal to the Federal Government 
ito conduct an extensive survey of credit 
methods throughout the United States, 
with a view to standardizing a credit sys- 
tem on a sound basis of benefit to both 
merchant and consumer, will be made by 
the Retail Credit Men’s National Associa- 
tion. Five hundred members of the asso- 
ciation, in convention at Providence, R. I., 
Aug. 12, adopted a resolution asking for 
ar. appropriation of not less than $50,000 
fer such an investigation, which would be 
conducted by the Department of Com- 
merce. 

The resolution virtually invites the aid 
of the Government in working out what 
the credit men declare is a rapidly’ widen- 
ing problem of credit merchandsing. It is 
pointed out that 50 per cent of the tota! 
business of the country is retail, and that 
76 per cent of the retail business is done 
on credit. The association takes the po- 
sition, it was exlained, that there is a con- 
siderable undetermined margin of loss at 
present, and it is not within the power 
of the association to ascertain the exact 
extent of the loss or its causes. 

The procedure sought by the convention 
will be to obtain petitions from at least 
100,000 merchants throughout the country, 
seeking support of the Governors of their 
respective States in the Nation-wide move- 
ment. 





Commercial Failure Decreased 


Last Week, Says Duns 


The statement of failures in the 
United States last week makes a bet- 
ter showing, with a total of 388 re- 
ported to R. G. Dun & Co. This is 48 
less than the number for last week, 26 
below the number two weeks ago and 
is only 13 in excess of the 375 defaults 
for the corresponding period of 1926. 
Fewer insolvencies occurred this week 
than last week in all geographical sec- 
tions except the Pacific Coast, where 
the number rose slightly. The de- 
creases in the West and in the South 
are especially marked. 

A reduction in the number of fail- 
ures in Canada this week is reported 
to R. G. Dun & Co., the total being 
only 20. This is 13 under last week’s 
number, 18 below the number’ two 
weeks ago and is less than half the 
number for the corresponding week of 
1926, when there were 41 insolvencies. 

Bradstreet’s reported 331 failures for 
the week in the United States, as com- 
pared with 372 for the previous week 
and 3829, 333, 329, 296 for the corre- 
sponding weeks 1926 to 1927. The New 
England States had 35, Middle 73, 
western 101, northwestern 24, south- 
ern 66, far western 32. Canada had 
29 defaults for the week, against 23 
for the preceding week. In the United 
States about 76 per cent of the con- 
cerns failing had $5,000 capital or less 
and 16 per cent had from $5,000 to 
$20,000 capital. 


Bradstreet’s Report Cheerful 
on Crop Outlook 


Bradstreet’s in its review of last week 
says: “This week, as last, the more cheer- 
ful side of business developments has to 
do either with crop conditions or prices, 
whereas the news relating to industries is 
still, largely speaking, tinged by the slow- 
ness revealed in July. The firming in 
prices of crop products, more particularly 
cotton, corn and wheat—the first named 
the result of a much lower than expected 
estimate of yield, the latter, too, because 
fears of frost or rust damage were in- 
strumental in advancing prices at a time 
when slightly more favorable yields were 
being indicated by Government reports 
has tended to impart a slightly more 
cheerful tone to wholesale and jobbing 
trade, and induce a freer, though still 
guarded, buying for fall and winter. 
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Fall Buying Is Gettmg Under Way in 


Chicago—Prices Show Greater Firmness 


CHICAGO, Aug. 23.—During the past week fall buying has opened 
up and is getting away for a good lively start. The fact that this de- 
mand for fall merchandise is starting somewhat earlier than usual 
and that summer merchandise is still in fair demand has apparently 
eliminated the “between season” 


about this time. 


Frequent re-orders from the dealers indicates that they are stil] 
selling so-called summer items, and while these individual fill-in 
orders are naturally small they total to a very good volume. 

There is a marked stability in hardware prices from week to week 
and there has been absolutely no change in jobbers’ prices since the 
last report. However, in general, prices seem to be a little firmer 
and slight advances on some of the more staple items would not be 


surprising. 


Conditions surrounding the steel industry in the Chicago area 
are unchanged—orders and future specifications are light and opera- 
tions stay at about 67 per cent of capacity. While this makes a 
rather unfavorable showing when compared to this period last year, 
it must be remembered that last year was unusual in that there was 
no summer lull experienced and operations were carried straight 


through at a high rate. 


Collections are slightly better and will undoubtedly continue to 
improve as the harvest in the Middle West progresses. 


AUTOMOBILE ACCESSORIES.— | 
There is an active demand as the tour- 
ist season reaches its height. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45¢c. each; Champion Blue 
Box line, 538c. each; A. C., 58c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Light. — Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 


Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps. — Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.75 each; regular 


cord, $6.60 each; gray inner tubes, 
30 x 3%, $1.24 each; red iner tubes, 
30 x 3%, $1.45 each. 
AXES.—Sales are growing better on 
high-grade axes. Prices have not 
changed for several seasons. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: single bit base 
weight axes, unhandled, at $14 per 
doz.; handled at $19.25 per doz.; 
double bit base weight axes, un- 


handled, at $19 per doz.; handled at 
$24.50 per doz. 


BEVERAGE AND PRESERVING 
SUPPLIES.—Sales are very active as 
the canning season opens up. 


We quote from jobbers’ 
f.o.b. Chicago: 

Bottles and Caps.—Quarts, $8 per 
gross; caps, 18c to 22c per gross; 
stoppers, $2.25 per doz.; cappers, 
$8.50 to $9.50 per doz. 

Strainer Sets.—Strainer stand, $4 
per doz.; strainer bag, $2 per doz.; 
filter bag, $8 per doz. 

Scales.—Universal No. 1021, $1.25; 
No. 11021, $1.55; No. 19221, $2.50; No. 


stocks, 


demand is only fair. 





1621, $3.50. 


(Chicago Office of HARDWARE AGE) 


lull which generally comes at 


Jar Rubbers.—Good Luck, double 
lip, red, 80c. per gross. 
Fruit Presses.—Enterprise, No. 


6, 
$6.25 each; Juicy Fruit, 3 qt., $3.50 
each; 6 qt., $4.30 each; 12 qt., $6 each. 

Canning Racks.—No. 1, single jar, 
70e. per doz.; No. 2, 8 jar, $3.60 per 
doz.; jar wrenches, 75c. per doz. 


BOLTS AND NUTS.—Present prices 
are being well maintained, although the 


from jobbers’ stocks, 
Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut + 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE.—Jobbers’ 
prices are unchanged in spite of the 
recent advance on the part of the | 
manufacturers. | 


We quote from jobbers’ 
f.o.b. Chicago: 3% x 4% steel butts, 
old copper and dull brass finish, $1.92 


We quote 
f.o.b. Chicago: 





stocks, 





per doz. pair, case lots—less quan- 
tities, 12c. per doz. pair higher; 4 x 
4 steel butts, old copper and dull 


brass finish, $2.64 per doz. pair, case 
lots—less quantities, 12c. per doz. 
pair higher; heavy steel bevel inside 
sets. $5.75 per doz. sets, case lots; 
steel bit-keyed front door sets, $1.45 
per set; wrought brass bit-keyed 
front door sets, $2.49 per set; cylin- 
der front door sets, $6 per set. 


CAMP STOVES AND CAMP FURNI- 
TURE.—Frequent reorders from the 
dealers show that camp equipment is 
moving very actively. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Coleman No. 2 Camp 
stoves, $8.50 each; Coleman, No. 


Camp stoves, $6.25 each; American 
Kamp Kook No. 3 stoves, $4.20 each; | 


GALVANIZED WARE.—The 


| July cut 
| prominent Chicago distributor. 


American Kamp Kook, No. 7 stoves, 
$6 each; Gold Medal cots, $32.50 doz.; 


Gold Medal badger cots, $26.25 doz. 
CHAINS.—Sales_ are 
prices are unchanged. 

We quote from 
f.o.b. Chicago; 3 
chains, $8.50 per 100-lb Tenso Bull 
Dog and Brown coil chains, 50-10 
per cent discount, No. 00-4% electric 
welded cow ties, $2.75 per doz. 

COPPER RIVETS AND BURRS.— 
There is a good steady demand and 
prices are strong. 

We quote from jobbers’ 
f.o.b. Chicago: Copper riyets 
burrs, 40-5 per cent discount. 

ELECTRICAL MERCHANDISE.— 
Manufacturers have advanced prices on 
rubber-covered wire and cord, but job- 
bers have not made a corresponding 
advance as yet. The fall B battery 
business is coming in early. 


seasonal and 





stocks, 


jobbers’ 
i cow 


%-in. proof 


stocks, 
and 


We quote from jobbers’ stocks: 
f.o.b. Chicago: 
Electrical Merchandise.— No. 14 


rubber covered wire, $6.25 per 1000 
ft.; in 100 ft. lots, $5.75; No. 18 lamp 
cords, $12.50 per 1000 ft.; in 1000 ft. 
lots, $12; %-in., brush brass key 
sockets, 15%c. each; two-way plugs, 
45c. each, in lots of 10, 40c. each; 
two-piece attachment plugs, 7c. 
each; dry cells, boxes of 50, 32c. 
each; less than case lots, 36c. 

Electrical Appliances.—Irons, 
$4.20; lots of six, $3.89; S 
beam, $5; lots of six, $4.72. 
stove; Armstrong, $8. Percolator, 
Universal 9169, $16.65. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 776, pack- 
ages of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 770, 
ages of 5, $3.17; No. 772, $2.62 each; 
packages of 5, $2.44; No. 
each; No. 486, packages of 5, $3.33. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each. 


FILES.—There is a good steady de- 
mand. 
We quote 


Point, 


from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
50 per cent off list. 


FISHING TACKLE.—A large volume 
of reorders is being received. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Bronson No. 100, $2.25 


each; Chicago level winding reel, 
$2 each; Symploreel No. 752, $4.90 
each, South Bend Bass-Orenos, $8 
doz.; Heddon’s Zig-Wag, $10 doz.; 


high grade silk casting line, $1.40 per 
100 yds. 

demand 
from retailers continues strong, with 
prices withdrawn by one 


from jobbers’ stocks, 
Standard galvanized 
No. 1, $6; 2 


We quote 
f.o.b. Chicago: 
after-made_ tubs, 
$6.85; No. 3, $8; 


No. 2, 
10 qt., galvanized 
after-made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60. One gal. all galvanized, 
oil cans, $2.75 doz.; 2 gal., $4 doz.; 3 


gal., $6 doz.; 5 gal., $7 doz.; 1 bu. 
galvanized baskets, $6.20 doz.; No. 


2614 bailed galvanized measures, 
$7.50. 
GLASS AND PUTTY.—Not much ac- 


tivity can be expected for at least an- 


bu. 


| other 30 days. 


stocks, 


We quote from jobbers’ 
all 


f.o.b. Chicago: Single strength A, 
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brackets, 88 per cent discount; single 
strength B, all brackets, 89 per cent 
discount; double strength A, _ all 
brackets, 88 per cent discount; double 
strength B, all brackets, 89 per cent 
discount; putty, pure grade, $4.25 per 
100 Ib.; commercial, $3.50 per 100 Ib. 


GOLF GOODS.—Matched clubs are 
growing in favor. All better grade 
clubs are much in demand. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, 
$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each; Grand 
Slam wood clubs, $4.75 each; G a 
Slam iron clubs, $3.35 each; ‘ 
Royal Golf Balls, $6.50 doz.; St. 
Mungo Colonel Golf Balls, $6.50 "doz. 


HANDLED HAMMERS AND HATCH- 
ETS.—Nothing new as t6 prices. Deal- 
ers’ orders are often too small for eco- 
nomical handling, as is always the case 
when full packages are not taken. 
However, the total volume is about 
normal. 


HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz., machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz., nail hammers, 
$6 to $8 doz, 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; First 
quality hatchets, No. 2 Broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, TOOL.—No price changes 
for many months, with outlook for con- 
tinued firmness. Demand is up to 
usual volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handies.—No. 1 hickory $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—A good volume of orders 
is being received and jobbers’ prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., 88c.; 5-in., $1.16; 
6-in., $1.28: 8-in., $2.05; 10- in., $3.45 
per doz. pair; extra heavy T hinges. 
in bundles, 4-in., $1.21; 5-in., $1.49; 
6-in., $1.53; 8-in., $2.49; 10-in., $3.71 
per doz. 


HUNTING CLOTHING.—A good fall 
demand is getting under way. 


ICE CREAM FREEZERS.—The de- 
mand is active and prices are un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 


qt., $4.80 list: "2 qt., $5.60 list; 3 qt., 
$6.75 list; 4 qt., $8. 25 list; 6 aqt., 
$10.45 list; 8 at., $13.40 list; 10 qt., 
$17.90 list; 12 qt., $21.50 list; 15 qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list; Arctic, 1 qt., $4 list; 2 qt., 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6.80 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1 gt., $2.05 list; 2 qt., 
$3.45 list; $3 qt., $4.10 list; 4 qt., $5 
list; 6 qt., 56 .80 list; 8 qt., $8.20 list; 
10 qt., 10.7 75 at 12 qt., $14 list; 15 
qt., S17 list; 20 $21.50 list. A dis- 
count of 20 an 4 per cent on all 
above prices. Acme, 2 qt., galv., $8 
per doz.; 2 qt., enamel, $10 per doz.; 





4 qt., enamel, $18 per doz. Above 

prices are net. 
NAILS.—Jobbers’ sales are about as 
usual for August, but with hopes of 
better fall demand. Present values are 
low, and mills would like to get higher 
figures. 

We quote from jobbers’ stocks, 
fo.b. Chicago: Common wire and ce- 


ment coated nails, current orders, 
$2.95 per keg base. 


PAINTS AND OILS.—There is a 
steady demand and prices are un- 
changed. 
We quote from jobbers’ stocks, 
f.oob. Chicago: 
Linseed Oil.—Raw, barrel lots, 9l1c. 
per gal.; 5-barrel lots, 88c. per gal. 
Linseed Oil.—Boiled, barrel lots, 
on per gal.; 5-barrel lots, 9lc. per 
gal. 


Denatured Alcohol. — Barrel lots, 
531%4c. per gal.; steel drums extra $6, 
returnable. 


Turpentine.—Drum lots, 67c. per 
gal. net. 

White Lead. — 100 lb. lots, $13.75; 
50 Ib. lots, $7.00; 25-Ib. lots, $3.50; 
12%-lb. lots, $1.80. 

Shellac.—(4%4-lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—lIn barrels, 
$3.50 to $6.75 per 100 Ib. 

Pd Paste.—Barrel lots, 7%c. per 


PREPARED ROOFING.—Sales will be 
rather light until fall. Prices are well 
maintained. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.50 er 
square; best grade talc surfaced, $2.65 
per square; medium tale surfaced, 
$2 per square; light tale surfaced, 
$1.20 per square; red rosin sheathing, 
$57 per ton. 


PYREX WARE.—Orders are received 
in a steady volume and prices are un- 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Chicago. 
Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 
New Handled Casseroles. — Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 
Pie Plates.—No. 208, $6 per doz.; 
No. 209, $7.20 per doz. / 
* Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
Iced Tea Sets.—$4 per set. 


ROPE.—Manila fiber is strong and ad- 
vancing. Sisal unchanged. Orders are 
normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; No. 1 manila, standard 
brand, $23c. to 25%c. per Ib.; No. 2 
manila, 22c. per lb.; No. 1 sisal, 
14%c. to 16c. per Ib.; No. 2 sisal, 
13%c. to 15c. per Ib. 


SASH CORD.—An advance is likely, 
following the recent advances on cot- 
ton. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: No. 7. standard 
brands, $7.65 per doz. hanks; No. 
8, $8.75 per doz. hanks. 


SASH PULLEYS.—Prices are  un- 
changed as a fair volume of orders is 
received. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Common sash pulleys, 
50c. doz.; barrels 45c. doz. Common- 
sense, 2-in., 60c. doz.; barrels, 54c. 





doz.; No. 110, 46c. doz.; barrels, 42c. 
doz. 


SCREWS.—Sales are very active. Most 
dealers apparently recognize that pres- 
ent prices are very low. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 75-20-35 per cent; round head, 
blue, 72% -20-35 per cent; flat head, 
brass, 72%-20-35 per cent; round head 
brass, 70-20-35 per cent. 


SOLDER AND BABBITT.—Sales are 
quiet with prices somewhat off. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $41.00 per 100 Ilb.; medium 
45-55 solder, $40.00 per 100 Ib.; tin- 
ners, 40-60 solder, $39.00 per 100 Ib.; 
high speed babbitt metal, $20.00 per 
100 lb.; standard No. 4 babbitt metal, 
$13.00 per 100 Ib. 


STEEL SHEETS.—There is an im- 
proving volume of demand, and local 
prices are strong and unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; 28-gage galvanized 
sheets, $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


STOVE PIPE AND ELBOWS—COAL 
HODS.—Dealers are taking in fall 
supplies at a lively rate. Prices this 
season are at the same low basis as 
during 1926. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage, 6-in. Blued 
Stove Pipe, 13c. per ft.; 28-gage, 6-in. 
Corrugated Elbows, $1.45 per doz.; 
17-in. Galvanized Coal Hods, $4.85 
per doz.; 17-in. Competition Coal 
Hods, $4.35 per doz. 


WIRE PRODUCTS.—Present low 
prices continue, with the outlook fa- 
vorable for an active fall demand and 
possibly firmer prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 9 galvan- 
ized plain wire, $3.40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence staples, 
$3.40 per 100 Ib. 


WRENCHES.—No change in prices 
and sales are normal. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent’ discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list;  Stillson 
wrenches, 70 per cent discount; 
Trimo, 65-70 per cent discount. 

Snap- -on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101 Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $8.80; No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 90 Square Socket, Set, 
$3.70; No. 1817 Giant ‘“‘Snap-on”’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 


Secretary Boyd Warns Dealers 
of Impostor Working Coast 


H. L. Boyd, secretary of the Southern 
California Assn., has reported that a man 
using the name of C. Johnson, posing as a 
carpenter, is making the rounds of hard- 
ware stores, buying several tools and 
opening a charge account, giving a fic- 
titious address. He has a very plausible 
story regarding a past account with deal- 
ers. Four dealers have been victimized to 
date. Dealers are warned to investigate 
very thoroughly the references or address 
of any man who comes into their store 
with such a story. 
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Twin Cities Report Heaviest Crop in 
Years Despite Rust—Prices Stable 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, Aug. 23.—Harvest is well under way in the terri- 


tory tributary to the Twin Cities. 


The yield is “Spotty” over the 


territory, some of the sections having a very good crop, and others 
affected quite badly with red rust, so that the grain did not fill. 
Taken as a whole, however, the harvest will turn out heavier than 
for several years, and a very good trade is expected for the mer- 
chants, and in turn for the wholesalers. 

Prices are very stable, showing no changes from the quotations 


of last week. 





AUTOMOBILE TIRES.—Demand is 
heavy, with the touring season at its 
height. Stocks are kept well filled. 
Whilesale prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 31%, Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4, Liberty cord, 
$11.15; Heavy duty oversize, $14.50; 
balloon tire, 29 x 4.40, $9. 
5.25, $15.95; heavy duty, 2 
$26. 75: tan — 30 x 3%, $1.7 
x 4, $2.60; 34 4%, $3.25; at Rn 
tire tubes, gray, *% at : 

4.40, $2.95; 30 x 5.25, $2.70 

$3. 20; 32 x 6.20, $3.70 each, net. 
AXES.—Call for axes is steady, with no 
particular class of demand. Stocks are 
ample, with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16.00 doz.; double bit 
base weight axes, $21.50 doz.; Plumb 
Dreadnaught, S. B. axes, unhandled, 
$15.00; handled, $19.75; double bit, 
unhandled, $20.00; and handled, $24.75 
doz., net. 

BOLTS.—Sales are steady, with stocks 
well filled. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60-5 per cent; machine bolts at 60-5 
per cent; stove bolts at 75 per cent 
and lag screws at 60 per cent from 
lists. 

BRADS.—Call for brads is fair. Build- 
ing is progressing at a fair pace in the 
larger cities. Stocks are well filled and 
prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 
sheathing paper in all weights, 20 
to 40 Ib. at $2.75 cwt., and tarred felt 
at $3.10 cwt., net. 

BUILDING PAPER.—There is a steady 
demand for building paper in the North- 
west. Building operations over this 
section of the country are reported as 
being up to, and in many sections ahead 
of, last year. Home building, how- 
ever, is not so heavy. Stocks of paper 
are ample for the call. Prices remain 


unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 


CHURNS. 
mand for this line, with dealers’ stocks 
in good condition. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o-b. twin Cities: Barrel type churns 
at 33% per cent from lists. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Call for this 
line of materials is good, with stocks 
well filled. Prices have not changed. 








from jobbers’ stocks, 
28 ga. slip joint, 
eaves trough, $5.50 
per 100 ft.; 28 ga., 3-in. conductor 
pipe, $5.40 per 100 ft., and 3-in. con- 
ductor elbows, $1.73 per doz., net. 


FIELD FENCE.—Present demand is at 
a low point, the farmers being busy 
with the harvest. Better sales are ex- 
pected as soon as the crops are gath- 
ered. Prices on fencing have not 
changed. 
We 
f.o.b. 


We quote 
f.o.b. Twin Cities: 
single head, 5-in. 


quote from jobbers’ stocks, 
Twin Cities: 10 ga. top and bot- 
tom, 13 ga. intermediate, 6-in. stay, 
26-in., 27.93; 32-in., $32.40; 39-in., 
$37.28 per 100 rods, net. 
FILES.—Call for files is steady and 
good. Stocks are well assorted, with 
prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files at 
50 per cent and second grade files at 
60 per cent from lists. 

GALVANIZED WARE.—Sales_ are 
holding up well in all lines of this prod- 
uct. Stocks are well filled and prices 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.25; No. 2, $8.00; 
No. 3, $9.25; heavy tubs, No. 1, $12.60; 
No. 2, $1 3.80 No. 3, $15; Standard 
10-qt. pails, $2.55; 12-qt., $2.90; 14- 
qt., $3.25; stock pails, 16-qt., $4.70, 
and 18-qt., $5.50 per doz., net. 

GLASS AND PUTTY.—Call for these 
items is slow at present for general re- 
pair work. New work is demanding a 
fair amount of stock. Prices show no 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 84 per cent; 
double strength glass, 85 per cent, 
and strictly pure putty in 450-Ib. 
drums at $4.85 cwt., net. 

HAMMERS AND HATCHETS.—Sales 
are steady, with stocks well filled. Prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
nail hammers, $12.60; Plumb, No. 
HF%81, $12; Plumb, No. HF145, $6.12; 
Riverside, No. 611%, $12.00; Plumb 
broad hatchet, No. 2, $16.40; Shing- 
ling, No. 2, $12.50; Claw, No. 2, $13.75 
doz. net. 

HOSE.—Call for lawn hose has been 
very good for the past few weeks, due 
to the lack of rain. Stocks are being 
graded down rapidly. Prices show no 
changes. 

We 
f.o.b. 
7-ply, 
3-ply, 


quote from jobbers’ stocks, 
Twin Cities: Bull Dog, % in., 
13%c. ft.; Competition, % in., 


Tc. ft.; Good Luck, % in., 6- 





ply, 10c. ft.; Electric double braid, 
5 in., 50-ft. lengths coupled, 14'c. 
ft., net. 


ICE CREAM FREEZERS.—Demand is 
good, with ample stocks on hand. Prices 
are firm as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 and 8-qt. at 
$6.75 each, net. 

Acme galvanized, 
and blue enameled, 
net. 

LAMPS AND LANTERNS.—Sales are 
gradually improving. Call for pres- 
sure gasoline lights is good for camp- 
ing and touring purposes. Stocks are 
well filled, with prices unchanged. 


67c. each, 
$1.50 each, 


2-at., 
2-qt., 


We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Long or short 

globe tubular lanterns, No. 2, $13 

doz. ; No. L327 Coleman lanterns, 

5.25; No. L427, $6; No. C329 lamps, 

; No. C318, $7; No. C317, $7.40 
net. 





LAWN MOWERS.—-Sales have been 
very good for several weeks. Stocks are 
being graded down for the end of the 
selling season. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia styles 
A and C, 45 per cent; style E, 50 
per cent; style K at 40 per cent; 
Riverside ball bearing, 14-in., $8.50; 
16-in., $8.85; and 18-in., $9.25 each, 


net. 
MILK CANS.—Demand is steady and 
good. Dealers are keeping their stocks 
well assorted. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad, 5-gallon 
milk cans, $2.65; wide neck, 8&-gal., 
$3.20; wide neck, 10-gal., $3.30 each, 


net. 
NAILS.—Call is steady and fair. Stocks 
are kept well assorted, but graded down 


to keep even with the demand. Prices 
are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nafils at $3.10 per keg, base and ce- 
ment coated wire nails in 100-lb. kegs 


at $3.10 per keg, base, net. 
OIL HEATERS.—-Call is light at pres- 
ent. Dealers are buying accordingly 
and getting ready for the fall demand. 
Prices have not ‘changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect oil 
heaters, No. 12, $5.50; No. 15, 
No. 016, $8.25; No. 0190, $10.50; 
151, $7.50; No. 0161, $8.75; No. 
$11.00; No. 505 Giant, $11.25; No. 605, 
$12.75 each, with discount in quanti- 
ties less than ten, 30 per cent; ten or 
more, 30-5 per cent. 

PAINTS AND WHITE LEAD.—Out- 
side painting is occupying the attention 
of decorators at present, and paint sales 
are showing a very fair volume. Prices 
are firm as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.55 gal.; second grade at 
$2.00 gal. in one gallon cans; and 
white lead in 100-lb. containers at 
$12.48 cwt., net. 

POULTRY NETTING.—Demand is 
tapering off for the year. Stocks are 
being watched and graded down ac- 
cordingly. Prices have not changed. 


We quote from jobbers’ stocks, 
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f.o.b. Twin Cities: Hexagon mesh We quote from jobbers’ stocks, We quote from jobbers’ stocks, 
poultry netting at 60 per cent from f.o.b. Twin Cities: Best grade sand- f.o.b. Twin Cities: Furnace coke ICL, 
list. A 1 paper, No. 1, 85c. per box of 100 20 x 28, $14.50 box, and IC, 20 x 28, 


PUMPS.—Water supplies have sold 
very well this year, and a heavier de- 


mand is looked for during the fall sea- | 


Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deeming No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 Underground discharge 
windmill force, adjustable stroke, 
$14.35; No. 415, $14.65; No. 103 hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6 ft., set length, 
$5.25 each, net. 


PYREX OVENWARE. — Dealers are 
stocking up for the fall season. With 
the approach of cooler weather, call for 


son. 





sheets; second grade, No. 1, 77c. per 
box of 100 sheets, and garnet paper, 
No. 1, $16.75 ream, net. 


SASH CORD AND WEIGHTS.—De- 
mand reflects the building conditions. 
Stocks are well filled, with prices un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 


cord, 62c. lb.; second grade, 35c. Ib., 
and cast iron sash weight, $2.10 cwt., 
net. 
SCREEN DOORS AND WINDOWS.— 
There is a very good trade in this line, 
as the most troublesome time of the fly 
season approaches. Stocks are filled 
and prices steady. 


baking dishes will increase. Prices have We quote from jobbers’ stocks, 
not changed. f.o.b. Twin Cities: Common 2-8 x 6-8 
A screen doors, $1.58; and fancy 2-8 x 
We quote from jobbers’ stocks, 6-8 screen doors, $1.97 each; Sher- 
f.o.b. Twin Cities: No. 623 casseroles, wood adjustable 24-in. window 
$1.17; No. 624 casseroles, $1.33; No. screens, $6.20; and Wabash extension, 
634 casseroles, $1.33; No. 212 bread 24-in. screens, $5.00 per doz., net. 
* pans, 60c.; No. 200 pie plates, 67c.; q 
No. 209 pie plates, 60c.; No. 231 util- SCREWS.—Sales are good, with stocks 


ity dishes, 67c.; No. 12 tea pots, $1.67; 


well assorted. 


No. 26 tea pots, $2.33, and No. 953 
percolator tops, 7c. each, net. | quoted. 
REGISTERS.—Sales are steady and | We quote from jobbers’ | stocks, 


f.o.b. Twin Cities: Flat head bright 
wood screws at 85 per cent; flat head 
japanned, 70-20 per cent; round head 
blued, 80-15; flat head brass, 80-10; 
and round head brass, 75-20 per cent 
from lists. 


fairly good. Stocks are well filled, 


with prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers, 


20 per cent, and wrought steel regis- 
ters, 40 per cent from lists. 


ROPE.—Call for rope is good, with 





sisal rope, 17c. lb., base. (24 ga.) 


Prices are steady as 


STEEL SHEETS.—Building is demand- 
ing a very good quantity of this line of 


sieiie’ sell’ Gilad dine alee cian, materials. Stocks are well filled, with 
changed. prices steady and firm. 
y f jobb "ss is 
We quote from jobbers’ stocks, | hg avin’ c ities: oes tee SO crs 
f.o.b. Twin cities: Best grade manila sheets at $4.90 cwt. base (24 ga.), and 
rope, 25c. lb., base and best grade black steel sheets at $3.95 cwt., base 


SANDPAPER.—Demand is steady and | TIN.—Call for tin is equal to that for 


good. 


Stocks are kept well filled. sheets. 
Prices are firm as last quoted. 


| dition, with prices unchanged. 


Stocks are kept in good con- 





8-lb. coating roofing tin, $15. 50 box, 
net 


WHEELBARROWS.—Contractors’ bar- 
rows are selling well. Domestic types 
are moving more slowly. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Queen B fully 
bolted barrel type tray wheelbarrows, 
$40.00 doz.; Meteor, fully bolted, 
$36.50 doz.; No. 2T tubular, $7.33 
each; No. 10 Gopher, $4.00 each, and 
No. 1G American garden, $6.25 each, 
net. 


WIRE.—Fence wire is moving slowly 
at present, with dealers preparing for 
a good fall business. Prices are firm as 
last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 


vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.) $2.47 
per 80-rod veel smooth black iron 
wire, No. $3.10 cwt., and en 
galvanized tas. $3.55 for No. 9, net. 


WIRE CLOTH.—There is a very good 
demand for wire cloth, with stocks still 
in good condition. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.70, and alumi- 
num, 12 x 12 mesh, $2.10 per 100 ft., 
net base. 


WRENCHES.—Sales show a good de- 
mand in this line. Garages are busy, 
and many shops are working at a better 


rate than a few months ago. Prices 
have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call, long sleeve nut, 10-in., 
$1.70; 12-in., $2.06; 15-in., $2.75 each, net. 





Boston Shelf Hardware Jobbers Making a 
| Drive on Goods Wanted This Fall 


Boston, Aug. 23.—Local shelf hardware jobbers are making 
quite a drive on merchandise that will be required by the retail 
trade this fall. To date they have had excellent results on certain 
items, but the spirit of vacation still overhangs these New England 
States and it is difficult to get all retail store owners interested in 
advance goods. The average retail dealer reports business as quiet, 
yet it is surprising the number of orders received each day by job- 
bers. Current retail buying is confined largely to such things as 
screens, screen doors, roofing material, insecticides, in fact every- 
thing the public might want to use right off, stocks of which have 
dwindled to small proportions on retail shelves and warehouses. 

Most people are of the opinion that we will have a good business 
this fall and winter. That helps to create a generally good feel- 
ing in trade circles. In speaking of the future, those retail deal- 
ers interviewed of late intimate they will not change from their 
policy of conservative buying. They figure that under the cir- 
cumstances there is little need or reason for accumulating large 
hardware stocks. They feel the manufacturer can give prompt 
shipments to the jobber, and the jobber in turn can fill orders imme- 
diately. Jobbers had hoped there might be a change in the re- 
tailers’ buying policy. People in the cities being away, retail 


dealers say it is difficult to obtain moneys due. 
Reading Matter Continued on Page 60 





AUTOMOBILE ACCESSORIES.—Job- 
bers are making quite a drive on auto- 
mobile tires and tubes, and securing 
some very good results. Retail stocks 
are small, not only of tires, but of auto- 
mobile accessories in general. 


We from Boston 
stocks: 

Bumpers.—One to 49 count, 40 per 
cent discount; 50 to 249 count, 40 and 
5 per cent discount. 

Fender Guards.—one to 49 count, 
40 per cent discount; 50 to 249 count, 
40 and 5 per cent discount. 

Horns.—Klaxon, qualities less than 
$50 in list value, 35 per cent discount; 
in $50 to $199 value, 40 and 5 per cent 
discount; in $200 value, 50 per cent 
discount. 

Tires.—M ans field _ line, fabric, 
clincher, 30 x 3 in., $6.35 each net; 30 
x 3% in., $7.25. "Heavy duty cord, 
straight slide, 30 x 3% 
each net; 31 x 4 in., $13.75; 32 x 4 in., 


quote jobbers’ 


$20. ‘50; 34 x 4% in., $21.25; 35 x 4% 
in., $22; 36 x 4% in., $22.75; 33 x 5 
in., $26.85; 35 x 5 in., $28.85. 
Truck.—Cord, 32 x 4% in., 
each net; 33 x 4% in., $25.65; 
4% in., $26.55; 30 x 5 in., $29.85; 33 
5 in., $32.95; 34 * § in., $35. 45; 35 x 
n., $36.25; 32 x 6'in., "$45. 90; 36 x 
in., $50.40; 38 x 7 in., $70.65. 
Tubes.—Inner, tan, in small lots, 


tA 

Wr 

> 
S 


aun Kot 

















HARDWARE AGE for AUGUST 25, 1927 7 57 


























wn 
WF 


\ VAN 


Myers Water Systems are moving city conveniences to suburban and 
country homes. They are creating new freedom from water bondage for 
thousands who have always been accustomed to pumping and carrying 
water. But it requires more than one or two styles of water systems to 
meet the widely diversified. needs of a nation. This is*the reason dealers 
prefer to sell the Myers Line—there is a style and size for every installa- 
tion up to ten thousand gallons per hour. 


Genuine quality, exclusive features, new refinements, consistent na- 
tional publicity, low harmonized lists with a liberal single discount, sustain- 
ing profits, are Myers talking points of special interest to those who sell 
and install water systems. 


Late catalog, complete information and prices to reliable dealers. 
Write or wire. 








THE F.EMYERS & BRO.¢ce: 


ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose, 


WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS - BARN. FACTORY 
GARAGE DOOR HANGERS- STORE LADDERS, Etc. 
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vo x 3 ian, $1.50 each net; 30 x 3% 
$1.70; 32 x 3% in., $1.90; in lots 
of "12 or more deduct 10c. each tube; 
31 x 4 in., $2.40; 32 x 4 in., $2.50; 
= x 4 in., $2.60; 34 x 4 in., $2.75; 
x 4% in., $2. 90; 33 x 4% ~ $3: 34 
x 4% in., $3. 10; 35 x 4% in, 36 
x 4% in., $3.40; 30 x 5 in., $3. iH s x 
5 in., $3.75; 34 x 5 in, $3.85; 35 x 5 
in., $4; in lots of six tubes or more 
deduct 10c. per tube; 32 x 6 in., $6.20; 
36 x 6 in., $6.15; 38 x 7 in., $9.40. 


AXES AND HANDLES.—Retail deal- 
ers are ordering in axes and axe han- 
dies, particularly those serving the 
rural districts. They feel there will 
be an urgent call for such merchandise 
much earlier than usual this year. 


We quote from Boston jobbers’ 
stocks: P 

Axes.—Standard makes, without 
handles, $14.50 per doz, net. The 


usual extras for we ights and handles 
obtain. 


Handles.—Single bit, Woodsman’s 
Pride, 28-in., $7 r doz. net; New 
York, 30-in., $6.40, 32-in., $6.40; Sun- 
flower, 32-in., $4.86. Northern New 
York pattern, Triumph, 30 and 32- 
in., $5.30 per doz. net; Hercules, 30 
and 32-in., $4.76; Success, 30 and 32- 
in., $4.05; Eagle, 30 and 32-in., $2.97. 
French pattern, Triumph,  28-in., 
aig Hercules, 28-in., $5; Success, 
28-in., $4.16. 


CAPS ‘AND CAPPERS.—Orders for 
caps and cappers are beginning to be 
booked by the jobbing trade. The call 
for these goods apparently is growing 
each year. 


We quote 
stocks: 

Bottle Crowns.—One gross to the 
carton, 2lc. per gross net; ten gross 
to carton, 20c.; fifty gross to carton, 


from Boston jobbers’ 


19¢. 
Cappers. — Indestro, No. 1000, 
$10.80 per doz. net; Eveready, No. 


100, $9, No. 1018S, $10; No. CB, $21. 
Corks.—Two X tupered, No. 5, 70c. 


per bag of 500; No. 6, T5c.; No. 7 

90c.; No. 8, $1.08; No. 9, $1.30; No. 

10, $1.40; No. 12, $1.70; No. 14, 720; 

No. 16, $3; No. 18, $3.50. Short No. 

18, $2.70. Straight, 1%C, No. 7, 

~ 40 per 1000 net; No. 8, $5.85; No. 
, $6.90; No. 10, $7. 65. 


CELLO GLASS.— Interest in cello glass 
is growing every day, and indications 
are as much will be sold this fall as 
was the case a year ago. Prices have 
not changed for a long time. 


We quote from Boston jobbers’ 

stocks: 

Cello Glass.—In 100 ft. rolls, 13c. 

per sq. ft. net; in 50 ft. rolls, 13%c. 
COMBINATION DOORS.—According 


to the weather sharps, it will not be 
long before storm doors will be taken 
from storage and hung for the season. 
Certain retail dealers are ordering 
combination doors in anticipation of 
an early fall. 


We quote 
stocks: 

Doors.—Combination screen and 
storm, 2 ft., 6 in. x 6 ft. 6 in., $7.09 
each net; 2 ft. 8 in. x 6 ft. 8 in., $7.64; 
2 tt. 1 in. x 6 ft. 10 in., $8.04; 3 ft. 
= 7 ih 


CORN selina inated corn is 
more popular than ever. Most of the 
fellows running lunch stands at the 
beaches say corn and hot dogs have 
been the best sellers this season. Peo- 
ple will want popped corn after the 
beaches close. 


We quote 
stocks: 
Corn weqgere-—Metoos, $4 per doz. 
net; All ire, Ni 682-6, a No. 
684-7, $3.35: Wellesley, No. $3.68, 
No. 949, $7; competitive, i. $0. 


DAMPERS.—There is a growing de- 
mand for dampers, stove pipe, elbows 


from Boston jobbers’ 


from Boston jobbers’ 
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and all similar merchandise. Most of 
the current ordering is for immediate 
delivery, say jobbers. 
We quote from Boston jobbers’ 
stocks: 

Dampers.—Standard makes, 5%- 
in., $1.49 per doz. net; 6-in., $1.58. 
DOOR SPRINGS.—From now on in- 
terest in door springs should materially 
increase. Prices on standard lines are 
reasonable, consequently jobbers an- 
ticipate a good business during the next 

month. 


We quote from Boston jobbers’ 
stocks: 

Door Springs.—Champion, No. 61, 
23c. each net, No. 62, 27c., No. 63, 
fic. Gem, No. 1, $3.25 per doz. net; 
No. 2, $2.60; No. 3, $2.10. Perfec- 
tion, cone end, No. 11, 45c. per doz. 
net; No. 12, 50c.; No. 13, 55c.; No. 
14, 60c.; No. 15, 65c. 


KEGS.—The fall keg season is open- 
ing more encouragingly from the view- 
point of the jobber than it did a year 
ago. Last year quite a few retail deal- 
ers carried over stocks from the previ- 
ous season, consequently did not buy 
until late. The present season starts 
with small retail stocks. 


We quote from Boston jobbers’ 
stocks: 

Kegs.—Varnished and_ sealed, 5 
gal., $1.25 each net; 10 gal., $1.80; 15 
gal., $2.02; 20 gal., $2.28; 25 gal., 


$2.60; 30 gal., $2.80; 50 gal., $3.75 
PAINTS.—House painting should get 
into full swing during the next month, 
and there will be a lot of fixing up 
inside homes. For that reason quite 
a few retail dealers are filling out their 
stocks of paints, brushes, etc. 


We quote from Boston jobbers’ 
stocks: 

aaa mixed paints, per gallon, 

— Colors. ~ Gallon containers, 
$3.10; W%-gal., $3.25; %-gal., $3.40; 
pints, $3.70; 1% - pints, si 30. 

Outside White.—Gallon containers, 
$3.30; %-gal., $3.45; %-gal., $3.60; 
pints, $3.90; %-pints, $4.50. 

Inside White.—Gallon containers, 
$3.30; %-gal., $3.45; %-gal., $3.60; 
pints, $3.90; %-pints, $4.50. 

Dark Green.—-Galion _ containers, 
$3.55; %-gal., $3.70; 4-gal., .85; 
pints, $4.15; % pints, $4. 75. 

Permanent Green.—Gallon contain- 
ers, $3.55; %-gal., $3.70; %-gal., 
$3.85; pints, $4.15; % pints, $4.75. 

Vermilion.—Gallon containers, $4.30; 
i4-gal, $4.45; “%-gal., $4.60; pints, 
$4.90; %-pints, $5.50. 


STORM WINDOW FASTS. — Retail 
dealers are being urged to place their 
orders for storm window fasts early. 
Some are doing so, but the general 
trade is not. 


We quote from Boston jobbers’ 
stocks: 
Storm Window Fasts.—Merrill, 


galvanized, $6.75 -per doz. sets net; 
Dolver, $1.35 per single doz.; hang- 
ers, Stanley, No. 1716J, $10.30 per 
gross sets net; No. 1728Z, $6.22 per 
doz. 


SAWS.—As in the case of axes, cer- 
tain retail dealers are anticipating 
their wood and cross-cut saw require- 
ments this fall. The season opens en- 
couragingly, according to Boston job- 
bers. 


We 
stocks: 
Saws.—Frame wood, Disston, No. 
222, 30. in., $20 per doz. net; Hub, 
. 10, 32-in., $13.50, No. 426, 32-in., 
; No. 545, 32-in., $14.65; No. 812, 
$15.80; No. 341, $2-in., $13.40. 
32- in., $14.05; No. 


quote from Boston jobbers’ 


32-in., 
Atkins, No. W914, 
638, 30-in., $10.20, 





Cross Cut.—Atkins, No. 12, 4% ft., 
. ft., $5.40, 5% ft., 

, $2. & 5 tt., 2.95,- 
5% ft., Si "379, 4% B,: 1.95, 
5 #%., "$2. 18, 5% a $2.39. Disston, 
one-man, champion tooth, No. 2 fine, 


3 ft., $2.40 each net; 3% ft., $2.80; 
4 ft., $3.20; 4% ft., $3.60. Four- 
cutter, No. D110, 3% it., $3.80. Dock- 


ing, No. 196, 24- -in., $23. 40 per doz.; 
30-in., $31. 20. Two-man Disston, 
narrow triumph champion toothed, 


No. 286, 4% ft., $2 each; 5 ft., $2.20; 
5% ft., $2.45; 6 ft., $2. 60. Triumph 
Toledo, No. 598, 5 ft., $2.95 each; 
5% ft., $3.20. 


SWEEPERS.—As is usual at about 
this time of the year, interest in car- 
pet sweepers is increasing, but a little 
later will, it is expected, be far greater. 


We from Boston jobbers’ 
stocks: 

Sweepers.—Carpet, Grand Rapids, 
ball-bearing, japanned, $44 per doz. 
net; nickeled, $48; Standard, ja- 
panned, $36; Universal, japanned, 
$42; nickeled, $46; American Queen, 
$54; Parlor Queen, $56. 

Toy Sweepers.—Per dozen, Little 
Helper, $2; Little Gem, $3.75; Little 
Jewel, $10; B. Junior, $16. 


TRAPS.—Sales of game traps to date 
are fully equal to those of a year ago. 
A lot of retail dealers, however, have 
yet to buy their fall supply. 

We quote from Boston jobbers’ 
stocks: 

Game Traps.—Gibbs line, two trig- 
ger, 15 dozen to the barrel, $5 per 
doz. net; single grip, No. 1, 35 dozen 
to the barrel, $1.88; No. 2, 18 dozen to 
the barrel, $3.35; No. 3, 15 dozen to 
the barrel, $5.50; No. 4, 10 dozen to 
the barrel, $6.70. 


TRUCKS.—Initial fall orders for ash 
can trucks are noted in the local job- 
bing market. 
We quote from Boston jobbers’ 
stocks: 


Trucks.—Ash can, Little Man, $30 
per doz. net; Essex barrel, $4 each. 


VACUUM CLEANERS.—Like in the 
case of carpet sweepers, retail dealers 
are beginning to show interest in 
vacuum cleaners. The retail carry-over 
from spring was inconsequent. 

We quote from Boston jobbers’ 
stocks: 

Vacuum Cleaners.—Universal elec- 
tric, complete with attachments, No. 
E7201, $35 each net; in lots of three, 
$33.75 each; in lots of 12, $32.50 each. 
Bee Vac, without attachments, in lots 
of three, model G10, $20.10 each net; 
B30, $23.65. Attachments, $3.50 per 
set. 

WINDOW GLASS.—We are nearing 
the time when public demand for win- 
dow glass will increase tremendously. 
For that reason retail dealers are being 
urged to take account of stocks and 
replenish those sizes necessary. 

We quote from Boston jobbers’ 
stocks: 

Window Glass.—Third quality, sin- 
gle, 25 cracket, 88 and 5 per cent 
discount; all other sizes, 87 and 5 
per cent discount. Double, up to 


54-in., 87 and 5 per cent discount; 
larger, 85 and 5 per cent discount. 


VENTILATORS.—Advance orders for 
window ventilators are in order. As 
a matter of fact, quite a few flatter- 
ing orders have been placed with local 
jobbers by certain retail stores. 


We quote from Boston jobbers’ 
stocks: 

Ventilators. — Window, slidin 
screen, Continental, No. V937, $4. 60 
per doz. net; No. V1537, $6.12. Dia- 
mond E, No. 01, $4.40 =, Ns net; 
No. 02, $4. i No. 03, ey No. 1, 
$8.20; No. » $5.60; No. $6. 40; No. 
4, $7.60; No. 5, $8.40. Suridebeet 
No. He $2 each net; No. 4, $2.34; No. 
5A, $2.6 


quote 
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aybe youre on 
the wrong track 


If you have anything to do with doors that slide—heavy doors or light ones 
—you know that the door-hangers run on metal tracks. If the track is 
wrong the doors don’t work properly. 

Richards-Wilcox door-hardware—hangers, brackets and track—is so 
well-made, so carefully and scientifically designed, that when it’s properly 
installed it works right; almost never gives any trouble. We know it’s right. 

Lately we’ve been getting trouble calls; and when we send an engineer 
to straighten things out, he finds that the job has been “‘botched’’ by put- 
ting up some other track than ours. There are cheap substitutes being 
made, and sold to unwary buyers who care more for an extra profit than 
for an honest value to a customer. 

The hangers and brackets have our trade-mark and name stamped on 
them; so has the track we make. It isn’t a real Richards-Wilcox job unless 
our name is on the hangers, brackets and track. ’ 


You'll avoid trouble by being sure of our mark. Look out for 
any attempt to sell you anything else. The guarantee does not 
apply unless hangers, brackets and tracks are Richards- Wilcox. 


ichards-Wilcox Mfs. (0. 


“A Hanger forany Door that Slides. 











AURORA, ILLINOIS, U.S.A. 
New York Boston Philadelphia Cleveland Cinci i Indi lis St.Louis New Orleans 
Chicago Minneapolis KansasCity LosAngeles SanFranciscco Omaha Seattle Detroit. 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON, ONT. + Winnipeg 
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New York Jobbers Having Active Sale of Shelf Hardware 


—Collections Are Fair—Prices Generally Firm 


NEW YorK, Aug. 23.—There is little change in the situation of 
the New York wholesale hardware market this week. Shelf goods 
continue to have an active sale with such staples as nails, bolts 
and screws enjoying an unusually active demand for this season. 
Two association outings last week affected local business somewhat 


—so did the rain—on two days. 


Fall futures are picking up slowly but steadily. Jobbers have 


issued prices on sleds, and such winter lines. 


Some distributors 


are taking fair orders on lawn mowers and such goods for delivery 


next spring. 


Collections average fair in this section. 


firm. 


BATTERIES.—Dry cell batteries for 
radio use have had a very constant de- 
mand throughout the metropolitan ter- 
ritory. The frequent broadcast of re- 
cent leading prize fights has stimulated 
the sale of “B” and “C” batteries and 
the greatly improved summer programs 
of important stations has helped keep 
the demand steady. The ignition bat- 
tery demand is steady but does not 
appear as lively as it was last month, 
along the waterfronts. Prices are very 
firm and are not expected to change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Dry cells, No. 6, ignition type, 
ta No. 7111, same type, 35%éc. 
each 


B batteries, + ee 767, $2.62 each; in 
units of 5, $2. each; No. 772 (ver- 
tical type), $2 62 each; in units of 5, 
$2.44 each; heavy duty vertical type 
No. 770, $3.40 each; in units of 5, 
$3.17 each. Layerbilt No. 486, $3.59 
each; units of 5, $3.33 each. 


BOILER LIQUID, ETC.—There is a 
steady demand for boiler liquid, tile 
and porcelain cleaner, and_ kindred 
preparations. Prices are firm and local 
stocks adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS F.O.B. NEW YORK: 

Hercules tile and Porcelain clean- 
er, $2.00 per dozen in gross lots, 
$1.90 per dozen. 


Hercules Radiator Stop Leak, 8 
ounce cans, 1, 2 and 3 dozen cans to 
a carton, $4.50 per dozen. 


Hercules boiler liquid, quart cans, 


$2.25 each. 


BOLTS AND NUTS.—In common with 
cther strictly staple hardware lines 
bolts and nuts are in excellent demand. 
Prices are normally firm with no sug- 
gestion of changes. Stocks are in good 
condition. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Carriage bolts, % by 6 and smaller, 
50 and 10 off list. Larger, 50 per cent 
off list. 
Stove bolts, 80 per cent off list. 
Machine bolts, % by 6 and smaller, 
50 off list; larger to 1 by 30, 45 per 
cent off list; 1% to 1%, 30 off list. 
Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 
Step bolts, 50 per cent off list. 


DRAIN PIPE CLEANER.—The de- 
mand locally is steady. Wholesale 
stocks are satisfactory and prices 





firm. 
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Prices generally are 


QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Economy plumber, drain pipe 
cleaner, $2.00 per dozen 1-lb. cans. 
Same in 2-lb. cans, $3.90 per dozen. 
The 1-lb. size is packed one, two 
and three dozen to a carton. The 
2-lb size is packed in one and two 
dozen cartons. 


FRUIT PRESSES.—This item is very 
active at this time. New York dis- 
tributors are enjoying a good sale of 
related accessories. Prices are firm 
throughout this section. Stocks appear 
ample for local requirements. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Fruit presses, cast iron base and 
plunger, tinned, capacity 3 qts., $3.60 
each, capacity 6 qt., $4.50 each, same 
with removable steel legs, and 12 qt. 
capacity, $6.20 each. 

Fruit presses, hardwood frame, 
varnished, oak tubs, No. 0, plain tub, 
$6.00 each. Same with hinged tubs, 
No. 22, $7.50 each; No. 22, $8.50 each; 
No. 22%, $10.50 each; No. 23, $13.50 
each and No. 24, $18.00 each. 


JOBBERS’ 


Cherry stoners, No. 117, 90c. each 
and No. 118, $1.25 each. 
Meat juice extractors, 95c. each. 


Beef tea press, 65c. each, potato ricer, 
37%c. each. 

uit crushers, galvanized steel 
hopper, aluminum frame and holder, 
capacity 50 Ib., $6.25 each; same with 
double roller and wood hdpper, $10.00 
each, same as latter with fly wheel 
instead of handle, $11.25 each. 


LANTERNS.—New York jobbers re- 
port an increasing demand for lanterns 
in this territory. Prices are firm and 
are not expected to change. Local 
stocks are apparently adequate. 

JOBBERS’ > le Eat TO RE- 
TAILERS, F.O.B. N § 

Lanterns, Hylo, each; Vic- 
tor, white globe, ; Victor, Ruby 
globe, 83%c.; Blizzard’ No. 2, $1.08- 
144; Monarch, white globe, 6626c.; Mon- 
arch, ruby globe, 83%c.; Little Wiz- 
ard, 75c.; D-Lite, $1.08%; D-Lite, 
with large fount, $1.19; Sport, 46c.; 
Junior Wagon, $1.50; Buckeye, Dash 
Lamp, $1.16%, and No. 39, Railroad, 
$1.58144, and No. 30, Beacon, $2.62% 
each. 

N. B.—On all except Hylo an al- 
lowance of 25 cents per dozen is 
made on order of three dozen or 
more. 


LEAD.—At press time lead is quoted 
at 6.75 cents per lb. The market is 
not considered very firm by some local 
distributors. 

LINSEED OIL.—Demand in and 
around New York is irregular. Card 
prices announced Aug. 13 are as fol- 





lows: In lots of less than 5 bbl., 11.9 
cents per lb.; in lots of 5 bbl. or more, 
11.5 cents per lb., and Calcutta linseed 
oil in bbl., 15.9 cents per lb. Boiled 
oil is 4/10 cents extra per lb., double 
boiled oil is 5/10 cents per lb., and oil 
in %-bbl. lots, 7/10 cents per lb. ad- 
ditional. The carlot price at press time 
is 10.8 to 11 cents per Ib. 


NAILS.—The price of $3.35 per keg 
on wire nails seems to prevail in the 
New York hardware market. The de- 
mand has been very active. It is said 
that on large orders there may be some 
price shading but there is an apparent 
strength to the $3.35 price, in most 
sections of the city. Local stocks are 
satisfactory. 


SASH CORD.—Prices are unchanged. 
Local stocks are adequate and a fairly 
substantial demand is reported. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Sash cord, Samson spot No. 8, 70c. 
to 72c.; Aetna No. 8, 27c., and Phoe- 
nix No. 8, 35c. to 36c. 

No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 


STOVE SUNDRIES.—tThe local de- 
mand for stove pipe, elbows, dampers, 
and kindred stove accessories is im- 
proving steadily. The New York 
wholesale distributors expect a large 
volume in this class of goods during 
the months of September and October. 
Prices are uniform throughout this 
section. 


JOBBERS’ QUOTATIONS ae. RE- 
TAILERS, F.O.B. NEW YOR 

Stove pipe, No. 28 gage, leuk ‘iron, 
12 lengths in a bundle, 4 in., 13%%c. 
each; 4% in., 15c. each; 5 in., 1644c.; 
5% in., 18c.; 6 in., 21c. each. 

Stove pipe elbows, black iron, No. 
28 gage, 12 in a bundle, 4 in., 13'c.; 
4% in., 14c.; 6 in., 15¢c.; 5% in., 
16%c.; 6 in., 18c. each. 

Pipe dampers, cast iron, wooden 
handle, 4 in., 8%c.; 4% in., 9c.; 5 in., 
9c.; 5% in., 10c.; 6 in., 746c.; 7 in., 
13c. each. 

Flue stops, tin rim, lacquered, ad- 
justable steel hoops, 8 3/16 in. diam- 
eters, 12 in a box, 6%c. each. 

Stove pipe rings, tin, lacquered, 
12 in a package, 4 in., 3%4c. each; 
4% in., 4%c.; 5 in., 4%c.; 5% in., 
4%c.; 6 in., 5c.; 7 in., 6c. each. 

Stove lifter and shaker, cast iron, 
length, 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 
box, 64%c. each. Same with loop han- 
dle, 12 in a box, 7%c. each. Stove 
pokers, nickel plated, cold 
handle, 12 in a box, No. 7, 
each; No. 8, 16c. each. Neverbreak, 
19c. each. Furnace pokers, wrought 
iron, 3 ft., 66c. each; 4 ft., 84¢c.; 5 

, $1.00 and 6 ft., 

Flue scrapers, iron, 30 in. 
long, 12 in a bundle, 4c. each. 

Fire shovels, one piece steel, jap- 
anned, 3 in a bundle, No. 54, 5%c. 
No. 56, 5%c.; No. 57, 9c. each. jal- 
vanized shovels, No. 256, 7%c.; No. 
257, lle. each. Extra heavy, one 
piece, japanned scoops, 6 x 9 in., 
capped end, 16%c. each. Neverbreak 
fire shovel, 37c. each. 

Stove boards, 30 x 36 in., $1.40 
each; 32 x 42 in., $1.73 each: 18 x 
18 in., 58c.; 24 x 24 in., 6 x 26 
in., 78c.; 28 x 28 in., 88c.; 30 x 30 
in., $1.03; 32 x 32 in., $1.22; 35 x 35 
n., $1.52 each. 
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Are you a NATIONAL Dealer? 


If not, join the ranks of 
this successful group today 





Cross Section No. 853 Trolley Hanger 


Sets are equipped with the 
No. 853 Ball Bearing Swivel 
Hanger, which can be easily 
and quickly adjusted both 
laterally and vertically—a 
feature that is found in few 
other hangers. 


Write today for complete 
catalog and further infor- 
mation about National 
Builders’ Hardware if you 
are not acquainted with the 
generous sales and advertis- 
ing cooperation given our 
dealers. 


National Manufacturing Company 


STERLING 


NATIONAL dealers throughout the country 
enjoy a steady volume of profitable business by 
carrying this quality line of builders’ hardware. | 


Natienal 


Garage Hardware finds increased popularity with 
the trade each season. 

There is a garage set for every type and style of 
door. No. 817 Two-Door Trolley Garage Set when 
used in pairs will serve four doors. This set can be 
used on either the inside or outside of the garage. 


silt tiallacacc inia Nos. 815 and 816 Three-Door Trolley Garage 

















Nos. 815 and 816 Three-Door Trolley Garage Sets 


ILLINOIS 
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Fall Lines Commencing to Move, 


Pittsburgh Reports Prices Steady 


(Pittsburgh office of HARDWARB AGE) 


PITTSBURGH, Aug. 22.—The season is pretty well over on sum- 


mer goods so far as local jobbers 


are concerned, but dwindling de- 


mands in those lines is at least partly made good by increased in- 


terest in fall items. 


As a whole, hardware business leaves some- 


thing to be desired in point of volume, but when the comparison is 
made with other years at this season the basis for complaint van- 
ishes, since there is as much business as there usually is in late 
summer. Householders are beginning to take up winter heating 
problems and a noticeable increase in the demand for heating ac- 
cessories is reported. Preserving supplies are wanted and a live- 
lier interest in painting materials is noted. Jobbers are moving 
out a good volume of loaded shells and radio batteries are begin- 
ning to show activity that accompanies the approach of cooler 


weather and clearer air. Sales 
and mostly of fill-in proportions. 


of summer goods are scattering 
Price changes are very few, and 


the market as a whole may be described as very steady. Collec- 
tions still are rather backward in this area. 


BATTERIES.—Demand shows a ten- 
dency to expand with the approach of 
fall and the increased use of radio sets. 


Prices are unchanged. Jobbers quote: 
Broken Unit 
Packages Packages 
Ee ar $1.05 $0.97 
Ps Dc chbwnubes nd 3.85 3.23 
ee, OL Oe 1.22 1.14 
eh. Ee: “Saawtassee oe 1.22 1.14 
OS AE ose a Sw oe 1.40 1.30 
a eae. | 2.44 
SE: rere. 2.44 
Cee ee ere 3.40 3.17 
a See 42 .39 
Oe ere 40 36% 
No. 6 dry cells, ignition type unit 
packages, 32%c. eac 
Flashlights.—No. 935, 9%c. each; 
No. 950, 9%c.; No. 790, 18%c.; No. 
705, 28c.; No. 1 50, 1816c.; No. 751, 25c. 
Hot Shot.—No. 1461, $1.67; No. 
1661, $2.37. 


BOLTS, NUTS AND RIVETS.—Prices 
of these products are firmly maintained 
by manufacturers, despite the fact that 
on account of the low rate of engage- 
ment of such important consumers as 
the automobile and railroad car build- 
ers, the demand is no tax upon produc- 
tive capacity. Jobbers report steady, 
moderate buying. They quote: 


Bolts.—All style except stove and 
tire bolts, per 100 pieces, 62% per 
cent off list; stove bolts, 75 and 10 
per cent off list; tire bolts, 50 and 10 
per cent off list. 

Nuts.—All style, 62% per cent off 
per 100 


list. 
Rivets.—Large, $3.50 base, 
tinners’ 


Pieces; small wagon and 

rivets, 60 per cent off list. 
BUILDERS’ HARDWARE. — Fairly 
good business is reported by local job- 
bers, who quote: 

Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 
338. in. x 3% in., $19; 4 in. x 4 in., 


Hinges. —Heavy strap, 6 in., $1.85 
per doz.; 8 in., $2.95; 10 in., $4.80; 
extra heavy, T. 6 in., $2.30 per doz.; 
8 in., $3.40: 10 in., $5.40; light strap, 
with screws, packed one pair in a 
a. 3 in., $9.60 per 100 pair; 4 in., 

.60; 


light T, 3 in., $11 per 100 pair: 
4 in., $12.60. 


without screws, 
per doz.; 
3 in., 
6 in., 


10 


Hasps. — Hinge, 
single dozen lots, 3 in., 65c. 
4% in. 79c.; 6 in., $1.05; safety, 
97c. per doz.; 4% $1.14; 
$1.60. 

Garage Sets.—Swinging hinges, 
in., $3.10 per set. 


EGG CARRIERS.—Continued good de- 
mand is noted for aluminum egg car- 


in., 


riers. Jobbers quote: 
Egg Carriers.—1% doz., 85c. each; 
2 doz.; $1; 3 doz., $1.20; 4 doz., $1.35; 


6 doz., $1.85. 

|GUNS AND LOADED SHELLS.—Not 
much of a movement yet is noted of 
guns, but heavy deliveries are being 
made against early orders for ammuni- 
tion. 


HAYING TOOLS.—Sales no _ longer | 
amount to much, and it is patent that 
the year’s requirements are largely 
satisfied. Jobbers quote: 


Forks.—Three-tine, $7.45 to $15.60 
per doz.; 4-tine, $13.32 to $14; bale 
forks, double harpoon, No. 313, $1.60 
each; single, No. 319, $3.50. 

, — 2, $3. 25 per doz.; No. 

» $4. 

Carriers.—No. 5, $7 each; No. 20, 
$7; steel track for No. 5 carrier, 18c. 
per ft. 


HEATING ACCESSORIES.—With the 
approach of fall interest is increasing 


ting heating systems 
colder weather. Jobbers quote: 


Stove Pipe and Elbows.—First 
quality nested stove pipe, 3-in. $2.75 
per crate; 4-in. $2.90; 5-in. $3.11; 
6-in. $3.57; 8-in. $4.17; elbows, cor- 
rugated, 3-in. $1.01 per doz.; 4-in. 
ste 5-in. $1.30; 6-in. $1.42; 7-in. 

95 

Dampers and Flue Rings.—Damp- 
ers, 3-in., $1 per doz.; 4-in. $1.10; 
5-in. $1.20; 6-in. $1.35; 7-in. $2; 
flue rings. 3-in. $1 per doz.; 4-in. 
$1.25; 5-in $1.90; Gin. $2.20; 7-in. 
$2.75. 

Coal Hods. — Galvanized, 16-in. 

17-in. $4.75; 18-in. 


$4. 34 per doz.; 


$5 
Coal Chutes.—Black, 8-ft. $6 each; 
10-ft. $7.50; 12-in. $9. 


HOSE AND SPRINKLERS.—Call for 





| 








| 
| 


| 
| 
r 


in these various items necessary to get- | 
in shape for | 
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| in a good many others. 


these items has fallen to very slim pro- 
portions. Jobbers quote: 


Sprinklers. — Ring, $6 per doz.; 
Rain King, $2.35 each; Pluvius, $1. 15: 
two purpose, $1.30. 


Sprinkling Cans.—4 aqt., 6 
doz.; 6 qt., $6.60; 8 qt., $7.70; 10 qt., 
$8.10; 12 qt., $10; 16 qt., $12.60. 

Hose.—In 250- ft. reels, % in., 9%c. 


per ft.; 5% in., 10¢c.; % in., 11%c.; in 

50-ft. lengths. lec. per — es 

Germ Spray nozzles, $6 a 

_Hose Reels. — Victor . oy ‘each; 

No. 2, $2.60; Reeleasy, $1.35. 
LANTERNS.—Demand is showing the 
usual seasonal increase and jobbers are 


making good-sized shipments. They 


| quote: 


Monarch lanterns with white 
globes, $8.00 per doz.; with ruby 
globes, $10 per doz.; Little Giant lan- 
terns with white globes, $11 per doz.; 


with ruby globes, $13 per doz.; D’Lite 
$13 per doz.; junior wagon, $17.25 
per doz.; Coleman, gasoline, No. 327, 


$5.25 each; No. 427, $6. 

PAINTING SUPPLIES.—Some _im- 
provement is noted in the demand for 
paints and painting materials. The 
weather is favorable for outside work 
and there is more interior painting as 
homes are made ready for the return 
to the city of people who have been at 
their summer homes. Turpentine is 
down 2c. a gallon. Last week’s prices, 
otherwise, hold. 


Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gallon; 
lower grades, $2.25; white lead, 13%c. 
per lb. in 100-lb. lots; 10 per cent less 
in lots of 500 lb. or more and extra 


4 per cent less in lots of a ton or 
more; turpentine, 73c. per gal. in 
barrel lots; raw linseed oil, 12.3c. per 


Ib. in barrel lots. 
PRESERVING SUPPLIES.—The sea- 
son of heaviest home preserving activi- 
ties is at hand and jobbers now are 
making good-sized shipments of the 
various articles used in the work. Bot- 
tles, caps and oak kegs also are active, 
as making beverages at home is more 
|common in this part of the country than 
Jobbers quote: 


$9.50 
gross; 
cappers, 


Bottles and Caps.—dQuarts, 
per gross; caps, 20c. per 
stoppers, $2.25 per dozen; 
$10.50 per dozen. 

Strainer Sets.—Eveready in dozen 
lots, strainer stand, $4 per dozen; 
strainer bag, $2 per dozen; filter bag, 
$4 per doz. 

Scales.—Universal, No. 1021, $1.25; 
No. 11021, $1.55; No. 19221, $2.50; No 
1621, $3. 50. 

Mason Jars. —Pints, $8.80 PS gross; 
quarts, $10.10; 2 quarts, $13.15 

Jar Rubbers. —Double lip red, 80c. 
per gross. 

agp Racks. —No. 1, single jar, 
70c. per doz.; No. 2, 8 jar, $3.60 per 
doz.; Jar wrench, 75c. per doz. 

Fruit Presses.—Enterprise, No. 6 
$6.25 each; Juicy, 3 qt., $3.50 each; 
6 qt., $4.30; 12 qt., $6; Brighton, 2 qt. 
$2.60 each; 4 qt., $4.25; 10 qt., $7. 

Cider Presses.—Eagle, single tub, 
$12.10 each; Eagle aa $24; Cant- 
clog, single ee $14. 

Meat Choppe -- , No. 
12, $5.25 each; No. 22, $9; No. 32, $11. 


list, less 25 and 5 per cent. 

Food Choppers.—Universal, No. 0, 
$1.25 each; No. 1, $1.55; No. 2, $1.90; 
No. 3, $2.40. 

Kraut and Slaw Cutters.—Slaw 
cutters, Rapid, $3 per doz.; No. 625 


$3.60; No. 626, $4.80; Kraut cutters, 
No. 672, $1.15 each; No. 673, $1.35. 
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Satisfied customers are good customers 


es ACCO No. 





You can demonstrate how 
perfectly ACCO No.8 Sash 








ACCO No. 8 Sash Chain is now 
offered in attractive counter- 
display form. The display holds 
ten boxes, each box containing 14 
feet of chain coppered finish with 
necessary attachments— enough to 
replace the cord in any average 
double hung window. 





SASH CHAIN 


—fits any sash cord pulley 


Tell your customers who are having trouble with their 
windows about ACCO Sash Chain. Ask them to buy it in 
cartons, each containing 14 feet of the chain with necessary 
attachments—enough for any average double hung window. 


ACCO No. 8 Sash Chain is permanent steel—it is especially 
shaped to run freely and quietly over any sash cord pulley, 
without riding off or stretching. 

Home owners in your locality will want ACCO No. 8 Sash 
Chain for every window when they see how easily and 





windows operate with ACCO No. 8 Sash Chain. 
Ask your jobber about ACCO No. 8 Sash Chain—or _ 
write us direct for full information. 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 
In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 
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This new Graham Brothers 
Truck is being sold at the lowest 
price ever put on a 6cylinder 
2-Ton Truck—hundredsofdollars 
lower than most others. 


Engineers proclaim it the most 
advanced motor truck . . . See it 
... Compare it with any other 
truck ever made. 





































































































Cylinder 


eed -sio™ 


Four speeds forward ... That 
irresistible pull of the low low for 
hole or hill ... All the speed you 
want on the level. 


Positive, dependable brakes that 
make possible the fullest use of the 
engine’s power without risk... 
Self adjusting. 


BUILT BY TRUCK DIVISION OF DODGE BROTHERS, INC, 
SOLD BY DODGE BROTHERS DEALERS EVERYWHERE 
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Two Ton Truck 


1595 


CHASSIS F.0.B. DETROIT 


1%-Ton Truck 


—with 4 speed transmission, 4 
wheel brakes (Lockheed Hydrau- 
lic) and the new 4-cylinder en- 
gine, the finest Dodge Brothers 
ever built — stronger, faster, 
more powerful—no advance 


in price. en 
: 1245 


f. o. b. Detroit - 


1-Ton G-Boy 


Known the world over as the 
greatest value in the 1-Ton 
field, the famous G-Boy now 
has the new engine — more 
powerful, morespeed, faster accel- 
eration, less fuel 

—chassis, f. o. ‘s $ 8 
Detroit - 95 


Heading a Complete New Line 


2-Ton Dump Truck 


New, powerful 6-cylinder en- 
gine—4 speed transmission, 4 
wheel brakes (Lockheed Hydrau- 
lic)—gear ratios to fit your 
needs—a specially built chassis 
for dump truck work. Chassis, 


f. 0. b. Detroit - - 1645 


%.'Ton Commercial Car 


New speed, economy and ease 
of handling —the new 4-cylin- 
der Dodge Brothers engine — 
smooth, quiet, dependable — 
for years the standard among 
light delivery cars 

—chassis, f. o. ous $ 
Detroit - - 610 


BROTHERS 
—~TRUCKS — 
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Oak Ke s.— . . . . . . . . *,f . . 
® Sah Minemaiecc iat ns year is proving no exception. Mill | in keeping with a like condition in mill 
Gai Gok  Caaeeea prices are holding firmly and there is | quotations. 
Soe Uae. 21 $1.35 $1.45 $2.40 no room for concessions in resale quota- We quote from Pittsburgh jobbers’ 
10-gal. ..... 1.80 1.95 2.85 tions. stocks: 
15-gal ies 2.00 2.15 3.20 2 Fence Wire 
fee ens 2.25 2.45 3.75 Prices out of Pittsburgh jobbers’ (per 100 Lb.) Annealed Galvanized 
b-wal ...06 2.65 2.85 4.35 stocks; Galvanized flat, No. 24 gage, Nos 
30-gal. :.... 2.85 3.00 4.50 $4.85 base per 100 Ib.; corrugated No. S08. 8 'to O GABe.. 98-29 a x4 
50-gal. 3.75 4.20 6.50 28 gage, 2% in., $4.55 per square; one No. 7 eo a 4 
SCREEN WIRE GOODS.—Local job-| $95 face “oor iop ib.” Armen fous: Mo. BB cishse0... ae ae 3.65 
bers have had a good season, but now iron galvanized flat. No. 24 gage, +a 7 PEN ite oar ae 
find their sales running down. gg see ae all ter’ tote af flat, ie, OP wwnssastescsec tee 4.25 
We quote from Pittsburgh jobbers’ to ‘nine bundles. , § of one Se, Eb s0% dope cieeese 3.75 4.45 
= elie al —e H rg —_ (per 80-rod wire 
ire Cloth.—Black, -mesh, 75 so * . S-BGE DORUNS oecik sede cccccscenae 2.90 
per 100 sq. ft.; galvanized, 12-mesh, SOLDER.—The market is weaker in re- SR ok cccpedhtsaccsceeecs 3.10 
2.10; bronze, 13-mesh, $5.50. sponse to lower prices for the base ‘so a cee esectecvceccceces 3.35 
rs.—Walnut stain, 2 ft. n. x * ROS os FS a eee eee re 3.10 
6 ft. 8 in., % in. x 3 in., $17.40 per metals, and jobbers here now quote 2-point cattle (special) ....... .20 
doz.; natural finish, % in. x 4 in., half and half at 39%c., a dip of le. Field Woven Wire Fence (per 100 
$23.50, with galvanized cloth $22, sub- per lb. since a week ago rods) 
ject to advances for larger sizes; : £0. Es iidvehanedpeeoatanres $39.00 
Stoel Seva, plated wire grills, $18 VACUUM BOTTLES, JUGS, ETC.— 1087-09 Rap nahastscsameer eases 54.75 
ver doz, . * Pe cgucvanehesseudesweses 27.10 
"Windows. — Hardwood extension There is some surprise that the de- SIE; ics otyautedacme ces 36.15 
No. 1233, $3.20 per doz.; No. 1533, mand is holding up as well as it is. SE rcs ckvechssotsavanecs 35.00 
$3.70; No. 1833, $4; No. 2438, $4.75. Jobbers quote: Ee eee nee + 48.25 
SHEET METAL.—Prices hold at recent ie tee aes a $35.60 
© . uum ugs, ar —_ INO, BDOD ci cccsccevvesevecscsvcers oo. 
levels, with demand seasonally light. little Brown » Ay e355 cea a. Ni 5 v5.05 eres veeeesee 9 43.00 
We quote sheet copper at 21%c. din jugs, $2.75 each; Universal jar Pr creer err er 48.50 
per Ib. from jobbers’ stocks in lots No. 600, $4.40 each; bottles, pints, Steel Fence Posts: 
of 300 lb. or more and 24\c. per Ib. 90c. each; quarts, $1.60 each; all steel, Galvanized Painted 
in single sheets; sheet zinc, llc. per pi ts, $4.75 each; quarts, $5.40 each; tubular formed 
Ib. in loose sheets, 10c. in 100-Ib. 2 quarts, $6.75. SS Pe eer ee 
casks; 9.80c. in 300-lb. casks, and | SR ae 55c. each 38c. each 
9.80c. in 600-Ib. casks. WIRE PRODUCTS.—Not much activ- | Toft wceeeeeeeeees 65c.each 40c. each 
SHEET STEEL.—Business usually is | ity is noted by local jobbers in nails, a Sl daa bak a goch 
light at this time of the year and this | barbed wire or fence. Prices are steady | to $2.90. ; 





A Window Display Devoted to Rope 


ECENTLY the Palm Beach Mercantile Co., Inc., 
put in a window display that increased the interest 
of the public in that commodity. The window had 

a very appropriate atmosphere, which was obtained by 
the use of two ship models, the Pinta and the Santa 
Maria. C. M. Carruthers tried to get a larger model 
for the purpose, but the ones that were available made 
a very satisfactory substitute. 

The photo here reproduced shows the fiber and yarn 
hanging down from the center of the window, all coming 
from one piece of 4-strand yacht rope. Mr. Carruthers 
states that the unwinding of the rope for the display took 
him all one Saturday afternoon, but that the appearance 
of the window and the interest that it created made the 
effort and the time it took very profitable. 

Beside the card on the floor in the left-hand corner 
of the picture he put the brown string running from one 
of the strands. The card invited people to look for the 





brown string with the picture of the vessel contained in 
every piece of the rope advertised in the window. 

On a board in the center of the window he placed a 
typewritten sheet giving a brief outline of the history of 
rope. This was illustrated with a cut showing two men 
making rope in ancient times. On the floor at the front 
of the window was placed a bow line knot, a bow line in 
a bight and some others. 

Many people who viewed the display came in to ask 
for the interesting booklets of useful knots, while others 
stood outside the window engaged in argument as to the 
various kind of knots. Although the display created a 
very unusual interest in the quality and manufacture of 
rope. Practically every manufacturer supplies booklets 
on the tying of knots. Boy Scout organizations, Junior 
Naval Reserve and many organizations are interested 
and there is a great opportunity for the trade to make 
use of this matter. 
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For UTILITY and ATTRACTIVENESS in the Bath Room 





N 


Bath Room Fixtures 


When the thrifty woman buys bath room 
fixtures, she considers more than looks— 
she wants to know what’s under the hand- 
some finish. When you stock RING? Fix- 
tures your answer to this question will 
make the sale certain, because RINGO Fix. 
tures are made of the finest solid brass. 


You need our catalog to show to your trade. 
It contains illustrations of over 300 dis- 
tinctive designs. May we send your copy? 


AMERICAN RING CO. 


Waterbury, Connecticut, U. S. A. 


Branch Offices: 
170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 


Boston- 











At the New Retail Price, 25 cts. a Can 
Economy Plumber Is Making Sales Records 


Twenty-five cents is one of those “natural prices” 
that women have come to look at as RIGHT. 


A fast seller at the old price of 35 cents Economy 
Plumber Drainpipe Cleaner at the new price is headed 
straight toward turnover records. 


For these reasons: 
1. It does not throw off FUMES. 


The 
ONLY 
Fumeless 
Drain Pipe 


Cleaner 











SOLD ONLY TO THE HARDWARE TRADE 


Please ship....... doz. 
Economy Plumber Drain Pipe Cleaner. 
Jobber’s Name 
Jobber’s Address 
Dealer’s Name 


Dealer’s Address 


2. Customers get a full 16 oz. can for 25 cents. 
3. It is harmless to plumbing, enamelware or porce- 


lain. 

4. It is sold under a Money-back Guarantee printed 
on every can. 

5. It does exactly what we claim for it. 

That’s why Economy Plumber is making sales 
records. Remember, we do not sell to Grocers or 
Druggists. Economy Plumber is sold only to the 
Hardware Trade. . 


Please Order from Your Jobber or Mail Coupon to Us 


1 Ib. Cans at $2.00 per doz. of 


The ECONOMY PLUMBER CO., 
39 Lispenard St., New York, N. Y. 


Jae SS SS SS SS SSS SBS SSS SS SB BSS SSE 
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Comments on Felix H. Levy’s Article 


Co., Plainview, Texas, was greatly interested in 

the article “The Economic and Ethical Impropriety 
of Direct Selling,” by Felix H. Levy, in a recent issue of 
Harpware AGE, and the remarks of Walter J. Munro. 
Mr. Miller contributes to the discussion as follows: 

“In dealing with the question of whether manufacturers 
should or should not sell directly to the retailers, while at 
the same time soliciting the business of recognized whole- 
salers, it should be borne in mind that this is a matter on 
which it is relatively easy to lay down a theoretical course 
of action, but one in which from the practical, everyday 
standpoint is inherent numerous knotty problems difficult 
of solution. 

“In the first place, what brought about the present tendency 
to go direct? Was it not the ever-present urge and press for 
more volume by manufacturers following out the extreme 
mass production idea? We know that the country has a pro- 
ductive capacity built up considerably in excess of its actual 
at present consuming capacity, and this disparity is seem- 
ingly growing greater instead of less through manufacturers 
following out the volume craze. 

“Under conditions for the last several years there has been 
an overproduction of merchandise, the market for which has 
had to be largely forced. The old channels of trade have 
simply been unable to absorb same, even when going in for 
all sorts of more or less questionable methods of selling at 
retail, and as a result these conditions have largely played 
into the hands of the chain stores, mail-order houses, ped- 
dlers, etc.; for, having made, the manufacturer must sell, and 
not only does he sell direct to the dealer, but to most anyone 
else who will buy. 

“Not only must the hardware dealer face the competition 
of the old elements, but new competition is constantly crop- 
ping up in the form of stores in entirely different and for- 
merly non-competitive lines, taking on his best dealers and in 
many cases using them for leadeis. Now, in the larger cen- 
ters of the country these conditions are acute, and unless the 
larger hardware dealers can buy their supplies direct, they 
are absolutely unable to compete with the competition they 
must meet. In several cities of which I have knowledge, the 
smaller retailers have combined themselves into one single 
purchasing unit and are buying direct in an attempt to meet 
the situation. 

“The plain facts are these: Owing to the overproduction 
of so many lines, goods have sought every possible outlet and 
a number of impossible ones. Business is split up in a hun- 
dred and one different directions. The manufacturer who 
sticks to one channel of distribution finds, in many cases, that 
he cannot possibly get sufficient business to keep his plant 
running even half time. He knows that his competitors are 
out hot and heavy for business from every possible direction, 
no questions asked except can you pay for them, and he feels 
that in justice to himself he must do the same. 


O« good friend, H. J. Miller, of the E. L. Miller 


“Another thing to be considered is the fact that during the 
past few years there has been a flood of entirely new artickes 
put on the market. The jobbers as a whole are no good at 
introducing new merchandise. In order to get them intro- 
duced and started to the trade, the manufacturers have either 
had to go direct to the retail trade with their own men or 
else to the retail trade through the jobber with missionary 
men, and in many cases of the latter the manufacturer has 
figured that if he must sell the goods anyway, he might as 
well keep the jobbers’ profit. 

“The manufacturer to wholesaler to dealer is undoubtedly 
the most economically sound method of merchandising yet 
devised, taken as a general proposition, but what a great body 
of hardware men in our larger cities, and even in many cases 
the smaller cities and towns, are facing in the way of com- 
petition can only be met by their buying their merchandise 
right, and by right we mean such a price as will enable them, 
the hardware trade, to meet the prices of other lines of busi- 
ness selling the same articles. 

“Manufacturers who refuse business from the above class 
of merchants are simply refusing business which some other 
manufacturer will be right along after and only too glad 
to get, and not only that, but is it fair to attempt to penalize 
the hardware trade? Suppose you could suddenly stop all 
selling to hardware retailers, big or little, by manufacturers 
direct. Would you be able to stop all selling direct to chain 
stores, mail-order houses, peddlers, etc.? Is it not a fact 
that the competition of these last named has made it impera- 
tive that the hardware dealer has such prices as will enable 
him to compete? 


“No, as stated in the beginning, it is easy enough to lay 
down in theory a course of action with regard to this ques- 
tion and seemingly bulwark same with any number of plausi- 
ble facts, but immediately you do this and attempt to put said 
plan into effect, you are met with any number of plausible 
arguments for just the reverse action. It will be found that 
in this question, as well as many others, a sort of compro- 
mise must prevail, and each case will have to be handled 
on its merits. This is the course hundreds of manufacturers 
are pursuing and must continue to pursue regardless of what 
they personally would like to do in the matter. It is not a 
personal matter. 

“Present conditions in the manufacturing industry had their 
genesis many years ago. They date from the time when 
manufacturers began to see the possibilities of mass produc- 
tion. Practically all of our commercial ills today can be traced 
to the overworking of this one idea. Until such time as pro- 
duction be brought more into line with our actual consump- 
tive needs, and without the force pump to be used in all direc- 
tions to dispose of our output, we are going to have no relief. 
As long as fundamentals are as they are, we are going to have 
the cry of volume! volume! Any way to get volume! Manu- 
facturers will sell dealers, jobbers will sell consumer, cut- 
throats will flourish, and a great time will be had by all.” 


A Hardware Store For Women 


(Continued from page 27) 


Almost every type of advertising is used judiciously. 
Their local newspaper profits to the extent of about 350 
inches of display advertising a month, and puts across 
many a sale for them and of them. Their name is con- 
spicvous on road signs and their delivery truck and is 
repeated eight times on the store front, persistently but 
not too conspicuously. Dodgers are used freely twice 


a month, generally boosting a special sale, and the pro- 
grams of community doings frequently carry their ad. 
Contest and novelty advertising has found great favor 
with this hardware store as it has brought satisfactory 
resuits. 


When they had their opening, they gave away 1000 
glass measuring cups with their name cast in the glass, 
and there was a near riot to get them. At Christmas 
they gave away a toy automobile at a drawing of tickets 
given previously with each purchase. The crowd over- 
flowed the store and sidewalk and into the street, and 
they had to call special policemen to keep order. 

Every Saturday they run a special sale, featuring some 
popular article at a reduced price, being careful to pick 
some article that distributed in large quantities, does not 
knock the future sale of regularly stocked merchandise. 
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f ‘HE PROFITS MOST 
WHO SERVES BEST” 
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Taking Guess Work Out of 


Merchandising 


“Department stores, mail order houses, chain 
stores, and so forth, are not the result of hap- 
hazard choice, but the result of a carefully 
worked out proposition in which chance has 
been eliminated as far as possible,” said Presi- 
dent R. J. Atkinson, in summing up today’s 
situation before the National Retail Hardware 
Association at Mackinac Island. 


Efficiency is just as important in a store as in a 
factory. Modern merchandising is just another 
name for it. It is the science of producing 
more sales with less overhead. Store arrange- 
ment, systematic storage, stock control, related 
displays and quick service—these are its chief 
phases. And modern store equipment is the 
improved machinery with which it works. 


By the use of these new and better methods 
strong competitors have sprung up, and by 
catering to the buying needs and fancies of 
the public are rapidly coming to occupy a posi- 
tion in the community which the independent 
retail hardware merchant must meet with a simi- 
larly effective method if his business is to con- 
tinue to survive. 


For years a great deal of time and thought have 
been given by progressive hardware merchants 
and manufacturers to the problem of keeping 
in the independent retail hardware store the 
success and profits which rightfully belong to it. 


For years the Duluth Show Case Company has 
devoted its national resources to the develop- 
ment of a practicable and tested method of 
securing more sales with less overhead and to 
the production of economical equipment with 
which to put this method into effect. 


This is a distinct “Duluth” Service which thou- 
sands of retail hardware merchants have 
already made good use of. It should not be 
confused with ordinary store planning; for it 
takes into consideration all phases of the retail 
hardware business. 


There is a “Duluth” Store Engineer near you. 
His services are extended to you freely, and 
may open new possibilities you never dreamed 
of for your store. A word from you will bring 
him. Tell us just when it will be most con- 
venient for you to have him call. 
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BUSINESS ANALYSIS 


INSTALLATION 


This catalog contains valu- 
able merchandising sugges- 
tions. Write for it today. 


DULUTH SHOW CASE COMPANY 


Manufacturers of the original Steel Drawer Nail Counter, Display Tables, Window Display 
Fixtures, “Duluth” Self-Serve Equipment 
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STORE PLANNING 


SAMPLING 


Duluth, Minnesota. 
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Revised Carriage Bolt Price List 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with recent revision of April 1, 1927. To de- 
termine net selling or buying price on any size, this chart offers a direct short cut. For example: 
Assume a desired discount of 40 per cent on 9/16-inch diameter carriage bolts, 2 inches in length. 
Find the length line and follow along until you reach the 40 per cent discount column—here you 


































































































































































































find the answer, 546. Other discounts and lengths are determined in the same manner. List 
prices are per 100. 
Carriage Bolts (9/16 and 5/8 inch diameter) Carriage Bolts (1/2 inch diameter) 
oe po DISCOUNT ess pen DISCOUNT 
10 | 20 | 25 30 | 33%] 40 | 50 | 60 | 70 10 20 25 | 30 | 33%/| 40 | 50 | 60 | 70 
1% | 835 | 752] 668] 627] 585| 557] 501] 418] 334] 251 1 480 | 432| 384] 360] 336] 320] 288| 240] 192] 144 
1%| 860] 774] 688| 645] 602} 574] 516] 430] 344] 258 1% | 500| 450| 400| 375] 350] 334] 300] 250] 200] 150 
2 910 | 819] 728| 683] 637] 607] 546] 455] 364] 273 1% | 525| 473| 420| 394] 368] 350] 315] 263] 210] 158 
2% | 960| 764] 768| 720] 672] 640] 576] 480] 384] 288 2 570 | 513] 456] 428] 399] 380] 342] 285] 228] 171 
3 1010 | 909] 808| 758| 707] 674] 606] 505] 404] 303 2% | 615| 554] 492] 462] 431] 410] 369] 308] 246 | 185 
3% | 1000 | 954 | 848] 795] 742| 707] 636] 530| 424] 318 3 660 | 594] 528] 495] 462] 440] 396] 330] 264] 198 
4 1110 | 999] 888] 833 | 777 | 740| 666] 555] 444] 333 3%| 705] 635| 564] 430] 494] 470] 423] 353] 282] 212 
4% | 1160 | 1044 | 928] 870] 812] 774| 696] 580] 464 | 348 4 750 | 675| 600] 563] 525] 500] 450] 375] 300] 225 
5 1210 | 1089 | 968] 908] 847 | 807| 726| 605] 484| 363 4%,| 795| 716| 636] 597] 557] 530] 477] 398] 318] 239 
5% | 1260 | 1134 | 1008 | 945] 882] 840] 756] 630] 504] 378 5 840 | 756 | 672] 630/ 588] 560] 504] 420] 336 | 252 
6 1310 | 1179 | 1048 | 983] 917 74] 786] 655 | 524] 393 5%| 885 | 797| 708| 664] 620] 590] 531] 443] 354 | 266 
6% | 1360 | 1224 | 1088 | 1020] 952] 907] 816] 680] 544] 408 6 930 | 837| 744] 698] 651] 620] 558] 465] 372] 279 
7 1410 | 1269 | 1128 | 1058 | 987 | 940 | 846] 705| 564 | 423 6% | 975 | 878] 780] 732| 683] 650] 585| 488] 390| 293 
7% | 1460 | 1314 | 1168 | 1095 | 1022 | 974] 876] 730] 584] 438 7 1020 | 918 | 816 | 765| 714] 680] 612] 510] 408 | 306 
s 1510 | 1359 | 1208 | 1133 | 1057 | 1007 | 906] 755] 604 | 453 7% | 1065 | 959] 852] 799| 746] 710] 639] 533| 426] 320 
8% | 1560 | 1404 | 1248 | 1170 | 1092 | 1040 | 936 | 780 | 624| 468 8 1110 | 999] 888] 833] 777| 740| 666] 555| 444| 333 
9 1610 | 1449 | 1288 | 1208 | 1127 | 1074 | 966 | 805] 644] 483 81% | 1205 | 1085 | 964 | 904) 844) 804) 723] 603 | 482] 362 
9% | 1660 | 1494 | 1328 | 1245 | 1162 | 1108 | 996 | 830| 664 | 498 9 1250 | 1125 | 1000| 938 | 875| 834] 750] 625| 500| 375 
10 1710 | 1539 | 1368 | 1283 | 1197 | 1140 | 1026 | 855] 684] 513 9% | 1295 | 1166 | 1036 | 972) 907 | 864] 777] 648] 518] 389 
11 1810 | 1629 | 1448 | 1308 | 1267 | 1207 | 1086 | 905 | 724] 543 10 1340 | 1206 | 1072 | 1055 | 938; 894] 804} 670} 536 | 402 
12 1910 | 1719 | 1528 | 1433 | 1337 | 1274 | 1146] 955 | 764] 573 11 1430 | 1287 | 1140 | 1073 | 1001 } 954] 858] 715 | 572] 429 
13 2010 | 1809 | 1608 | 1508 | 1407 | 1340 | 1206 | 1005 | 804] 603 12 1520 | 1368 | 1216 | 1140 | 1064 | 1014 912 | 760/ 608 | 456 
14 2110 | 1899 | 1688 | 1583 | 1477 | 1407 | 1266 | 1055 | 844] 633 13 1610 | 1449 | 1288 | 1208 | 1127 | 1074 | 966 | 805] 644] 483 
15 2210 | 1989 | 1768 | 1658 | 1547 | 1474 | 1326 | 1105 | 884 | 663 14 |, 1700 | 1530 | 1360 | 1275 | 1190 | 1134 | 1020] 850] 680] 510 
16 2310 | 2079 | 1848 | 1733 | 1617 | 1540 | 1386 | 1155 | 924 | 693 15 1790 | 1611 | 1432 | 1343 | 1253 | 1194 | 1074 | 895] 716 | 537 
17 2410 | 2169 | 1928 | 1808 | 1687 | 1607 | 1446 | 1205 | 964 | 723 16 1880 | 1692 | 1504 | 1410 | 1316 | 1254 | 1128 | 940] 752] 564 
18 2510 | 2259 | 2008 | 1883 | 1757 | 1674 | 1506 | 1255 | 1004 753 17 1970 | 1773 | 1576 | 1478 | 1379 | 1314 | 1182 | 985] 788 591 
19 2610 | 2349 | 2088 | 1958 | 1827 | 1740 | 1566 | 1305 | 1044 | 783 18 2060 | 1854 | 1648 | 1545 | 1442 | 1374 | 1236 | 1030 | 824] 618 
20 2710 | 2439 | 2168 | 2033 | 1897 | 1807 | 1626 | 1355 | 1084 | 813 19 | 2150 | 1935 | 1720 | 1613 | 1505 | 1434 | 1290 | 1075 | 860] 645 
20 =| 2240 | 2016 | 1792 | 1680 | 1568 | 1494 | 1344] 1120] 896 | 672 
This is the third installment of a complete series of Carriage Bolt prices to be published weekly. Copyright, 1927, Hardware Age 











Retail Trade Daily Average Holds Last Year’s Volume 


Retail trade of 615 department and 
other stores reporting to the Federal 
Reserve System was 3.6 per cent 
smaller in July of this year than in the 
same month last year, owing in part 
to the fact that five Sundays in July 
of this year resulted in one less busi- 
ness day than in July, 1926, the Fed- 
eral Reserve Board announced today. 
On the basis of daily averages the 
value of sales in July of this year for 
the country as a whole was about the 
same as a year ago. Sales of two mail 


order houses were 3 per cent larger 
than a year ago and those of 5 and 
10-cent chain stores (eight chains) 
were about 7 per cent larger. 

In New York, according to the re- 
ports from that Federal Reserve dis- 
trict, a 3 per cent decrease this year 
is shown by the 44 stores reporting, 
31 of which had decreases in sales. 
Reports by Federal Reserve districts 
indicate that the extent to which 
volume of sales in July of this year 
was lower than a year ago varied 


widely in different sections of the 
country. 

In the Cleveland Federal Reserve 
District sales were less than 1 per 
cent smaller than in July of 1926, while 
in the St. Louis and Dallas districts 
they were 8 and 12 per cent less re- 
spectively. Of the total number of 615 
stores reporting directly to the Fed- 
eral Reserve banks from all sections 
of the country 387 showed smaller sales 
than in July of last year and 228 in- 
creases, 
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Binghamton Merchants and Charity 
Advertising 


J. OGDEN contributes the very illuminating letter 
e printed here regarding the way in which they have 
handled the problem of “Charity Advertising” which was 
the subject of a Harpware AGE editorial recently. 
“Dear Sir: 

“Your editorial in HARDWARE AGE of Aug. 11, under 
the heading ‘Charity Advertising,’ correctly describes a 
condition that, in all probability is faced by hardware 
merchants in every city in the country, and we believe 
you will be interested to learn how Binghamton mer- 
chants have successfully ‘scotched’ the evil. 

“Details of the plan can be obtained from the Bingham- 
ton Chamber of Commerce. However, a brief outline 
here will give you the essentials. 

“A group of Chamber members consisting of the 
leading merchants, organized the Binghamton Protec- 
tive Association for the express purpose of passing upon 
the various advertising schemes and mediums presented 
by solicitors. A committee of two, or three, together 
with the Manager of the Chamber, meet at frequent 
intervals for this purpose, and their decision is final. 

“Cooperation has made it effective. 

“When a solicitor presents his, or her proposition, 
we ask for the letter of indorsement from the B. P. A. 
and if it is not forthcoming we point to the sign that 
hangs on the wall, and which is worded as follows: 

This concern is a Member of the Binghamton PRO- 
TECTIVE ASSOCIATION and is bound by the regulations 
of said association to pay 
A FINE OF $15.00 

for each and every violation of the association SOLICITA- 

TION AGREEMENT, which agreement prohibits us from 

contributing to any solicitation or advertising project which 

does not have a letter of endorsement from the PRO- 

TECTIVE ASSOCIATION COMMITTEE of the Bing- 

hamton Chamber of Commerce. 


“The solicitor usually seeks the fresh air after one 
perusal of the above. 

“Sometimes they are inclined to argument, but we 
politely refer them to the committee for their consola- 
tion. 

“The concrete results of this program are many; our 
own saving is conservatively estimated at $300 to $500 
a year in cash, not to mention the saving in time, the 
petty annoyances, and the purging of our city of un- 
worthy advertising. 

“Tt might be well to mention that cases sometimes arise 
in which a full indorsement is not granted, the option of 
subscribing being left to the merchant. 

“You are free to use this as you wish, inasmuch as it 
is a plan that works, and one that other cities can well 
adopt. 

“Yours very truly. 
“A. J. OcpEN, 
“Crocker & Ogden Co.” 


FINE! On the Vaudeville Stage 


Josef Wolf of Roumania, is said 
to have blown out a candle from a 
distance of fifteen feet. From the 
point of view of the vaudeville 
stage, that may be an accomplish- 
ment, but in this work-a-day world, 
it is merely a stunt, and the day of 
those who merely accomplish stunts 
is passing in business. 
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Automatic: Style 10-4 
Ten Inch Wheels 
Four Blades 


Fafnir Ball Bearings 
Dust Proof Oil Cups 





customers. One man wants a 
sturdily built machine for hard continu- 
wants his 


oo are all kinds of lawn mower 





ous service*—another one 
mower light and easy to run. 
There’s a Blair lawn mower in the right 
size and style for every individual need. 
The breadth of the ‘Blair line—the 
quality of Blair lawn mowers—and the 
| profit available to dealers are points you 








should consider in selecting your 1928 
lawn mower order. 





Let us send you further details and the name 
of our nearest jobber. 


Blair Manufacturing Co. 
Established 1879 


Springfield, Mass. 


BLAIR 
LAWN MOWERS 
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If you will handle 


only one Torch... 
THIS IS THE ONE 


Service withSatety 
DREADNAUGHT 
Blow Torch 





The No. 41 DREADNAUGHT Torch doesn’t have 
a single rival. It sells on sight and stays sold to 
good workmen, because they appreciate its safety, 
performance and ease of handling. Orifice cannot 
clog or become enlarged. Strong steel needle 
cleans orifice every time valve is closed. Valve 
will not stick. Will not blow out in strongest 
wind or zero weather. Steel construction insures 
long life and safety. Has double check valve on 
pump. A hot torch at a popular price. 


Mill, electrical, paint, plumbing and hard- 
ware supply dealers—write for discounts 
that will make money for you. Now is the 
time to order for Fall stock. 


P. Wall Manufacturing Supply Co. 
3126-66 Preble Ave., N. S. 
Pittsburgh, Pa. 

Since 1864 











To Save Time, Write to Nearest Representative 
New York: E. H. Brinkman, 30 Church St., Room 446. 


Philadelphia: Wm. H. Patton & Associates, 2401 Chestnut St. 


Boston: Walter C. Gindele, 241 Purchase Street 
Chicago: Henry Tideman, 624-630 West Adams Street 
Cincinnati: L. W. Stewart Sales Co., 327 Dixie Terminal 
Detroit: Geo. E. Oles, 14301 Corbett Ave. 

St. Louis: Hubbell and Sharp, 1712-14 Chestnut Street 
San Francisco: W. Voorhees & Co., 417 Market Street 
Waynesville, N. C.: R. N. Barber & Company 








The Dog Days in New York 


(Continued from page 29) 


thick-necked giant of an Irishman in his police uniform. 
“Well”—I remarked—“I suppose the next thing, you 
will be deporting some of these Communists?” ‘Not 
much’’—he replied, with a broad grin. “The undertakers 
of this town need business. What we need is some good 
funerals with a brass band. That gives everybody a job 
and ready money. If these guys over here start any- 
thing, just put it down in your notebook that there are 
going to be several first-class funerals, but no depor- 
tations!” 





* * * 


Then I walked down to the next block to buy some 
cigars and I spoke to another officer of the law. “Well, 
how are things going?”—I inquired. “Any more ex- 
plosions?” This husky Irishman also grinned. “Look 
here,”—said he. “If those foreigners over there want to 
get a bellyful, all they have to do is to start something.” 

* * * 


While I dictate I hear the cheering of the crowd lis- 
tening to the Communist speakers. As a 100 per cent 
American (as they say in the Rotary Clubs), it does 
make one feel rather proud to see the principle of free 
speech being upheld, even if the free speakers are sur- 
rounded by a cordon of police on horseback and on foot. 
The idea, of course, is that we have a right to free 
speech, but the very minute this free speech happens to 
be translated into free action, somebody’s head is liable 
to be cracked! I could not but think, when I stood lis- 
tening to one of these speakers, of what I heard a judge 
say from the bench in a certain case of assault. It seems 
that one gentleman called on another gentleman in his 
private office and, in the course of conversation, called 
him a liar. The gentleman who owned the office 
promptly and unceremoniously kicked the other gentle- 
man out. Then this other gentleman brought suit for 
assault and battery. This judge listened to the evidence 
in the case and declared in favor of the defendant, with 
the statement that some words are equal to a blow. 
Then he inquired of the other gentleman if he expected 
to enter the office of any self-respecting citizen of this 
country, call him a liar and expect to get out with his 
life. ‘As a matter of fact,” remarked this judge, “you 
have ewery reason to congratulate yourself that nothing 
worse happened to you!” It seemed to me that many of 
the words used in the inflammatory speeches in Union 
Square were equal to a blow. 

* a a 

I heard one policeman say to another: “Gee whizz; I 
guess these guys are going to talk all night and we 
have to sit here and listen!’ Well, last night the moving 
picture of the Compassionate, Pitying Christ and today 
the living picture of the Communist orators, after an 
explosion that killed and wounded people here in New 
York, attacking the Government but, at the same time, 
being protected by that Government in their right to 
free speech. Isn’t there something great about it and, 
at the same time, something that is mentally confusing ? 
How long would Mussolini have stood for these 
speakers? 

* * * 

I studied the people in this crowd. Most of them 
were clearly of foreign origin. Probably there was not 
one in the crowd but who would have protested vehe- 
mently if he had been put on a ship and sent back to his 
original home somewhere in Europe. No doubt the 
relatives and friends of these very speakers would be 
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delighted to have an opportunity to come to America 
and grasp her enlarged opportunities. Yet, here were 
these men openly assailing the Government in this coun- 
try in a public place and being loudly applauded by hun- 
dreds of other men of foreign origin while the police sat 
quietly on their horses and looked on. One is impressed 
with the quiet strength of a Government which, in per- 
petuating free speech, can accept the abuse of her recently 
adopted children. He has a feeling of compassion and 
pity. Somehow, as I took the subway, in my mind was 
mixed up the moving picture of “The King of Kings,” 
its pity and compassion, and the living picture of these 
Communists raving in Union Square. 


* * * 


In the meantime, Ivy Lee, who has just returned from 
a trip to Russia, has sent me a book he has written about 
conditions in Russia, printed and distributed for private 
circulation. Ivy Lee has had wide and practical expe- 
rience in merchandising. This book is exceedingly well 
written and gives many interesting facts about conditions 
in Russia at the present time. While Mr. Lee went 
there under conditions which led to his being given 
every: facility to study the situation in Russia, he does 
not hesitate to express himself very frankly. 


* * * 


It is, however, his idea, as outlined in this book, that 
while the United States Government can not be expected 
under circumstances as they exist to recognize the present 
Russian Government, at the same time, American mer- 
chants should trade with the Russian Government. You 
see, as the Russian Government controls all foreign busi- 
ness, American merchants cannot trade direct with Rus- 
sian merchants. The only trading that can be done is 
with the Russian Government. This is a pretty fine 
distinction on the part of Mr. Lee and I will have to 
think about it a bit and read his book a little more! 


* * * 


In the meantime, one of the Standard Oil companies is 
having a rather lively quarrel with an English oil com- 
pany because the Standard Oil Company has made a 
deal with the Russian Government to sell Russian oil 
in the Far East where the freight is favorable for Rus- 
sian shipments. As I grasp the idea, the English com- 
pany takes the stand that this Russian oil has been stolen 
from its former owners. At least, the oil fields were 
appropriated by the present Russian Government and 
the former owners have never been paid for them. 
Therefore, if the Standard Oil Company sells this oil, 
it is, as a matter of fact, selling stolen goods! 


* * * 


Ivy Lee, in his book, tells about the many splendid 
things in the way of silverware, furniture, tapestries, 
paintings and works of art that can be bought for a 
mere song in Russia. All of these articles have been ap- 
propriated from the palaces of the former nobility of 
Russia. Unfortunately, however, Mr. Lee adds—and 
we are quite sure, with a smile and a twinkle of the 
eye—it would be useless to purchase these bargains as, 
according to Russian law, you would not be allowed to 
take them out of the country. 

* * * 


Mr. Lee was even admitted by the Soviet officials to 
the place where they guard the former Crown Jewels 
of Russia. He was allowed to handle and admire them. 
Now, when I see the picture of Ivy Lee handling the 
Crown Jewels of Russia and when I think of the fees 





ARCADE 
TOYS 








“They Look Real” 








TOY BATHROOM SET 


A toy that will make little children’s eyes 
pop with joy. A complete miniature repro- 
duction of the modern Crane bathroom with 
white lacquer cast iron furnishings. A beauti- 
fully colored background and artificial tile floor 
is furnished with each set. 


TOY 
) BUICK SEDAN 





Arcade Toys are especially noted for the 
accuracy of their+sresemblance to the article 
they represent. This toy Buick allows the 
child to have a car like father’s. Toys like 
this will draw attention to your window. 






TOY 
McCormick-Deering 


THRESHER 


Adults as well as children, will be attracted 
by this McCormick-Deering toy Thresher. The 
only known toy Thresher in the world. It 
is one of a number of our miniature farm im- 
plements. 


Use Arcade Toys as a drawing card to 
sell your hardware. They will do the work. 
Write us for our toy and hardware cata- 
logs. Place orders for samples and stock 
through your jobbers. 


Arcade Manufacturing Co. 
Freeport, Illinois 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a tented 
process we increase the density of 
around the socket-holes, so that even the smaller 
sizes will cae _ the strain the best made 
wrench can Allen process makes 
3 deep, Be Po ead yr holes—no in 
the bcotems tom. entire length of the is 
utilized either for solid metal at the — or of socket 
— the wrench. All sizes in stock re Pd to 1% in.; 7 
length, point or thread. Also Socket-Head Cap Screws, Tap 
and Socket Wrench Sets. Dealers: Write for 

eae and sales proposition. 


The ALLEN MFG. CO. i3 139 SHELDON ST. 


“GEM apsustasie 
REGISTER 
SHIELDS 






















Our increased national 

Z advertising should help 
every dealer to sell more “Gem” Register Shields 
this fall. Handsome—oxidized copper finish— 
indestructible—and adjustable to any 
size register—they are great popu- 
lar favorites. Floor Shield retails 
at $1.50. Wall Shield at 75c. 












FOSIER‘ 62, BOLTS “> NUTS 


<r} )|CAPSCREWS 
Personal rm > 


in Big Business 





Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections of 
the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 
Union Ave. and E. 72nd St 6249 te 6265 West 65th St. 
Telephene Broadway 840 Telephone Hemlock 4484 

















YAK 
atisfied 
ustomers 
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he has received for publicity, I can not but drop a tear 
at the thought that Ivy was prevented from annexing 
the Crown Jewels only because he would not be per- 
mitted to take them out of the country! Ivy, dear boy, 
those Soviet officials did not know you or they would not 
even have taken the chance of allowing you to handle 
those jewels. There is always a way to accomplish re- 
sults when one is as resourceful as you are! 


* * * 


Many thanks, Ivy, for sending me your book on Rus- 
sia. It is really very well written and most entertaining. 
I am expressing my appreciation and thanks by giving 
you this modest modicum of publicity! As I do not 
wish to keep a good thing entirely to myself, I am quite 
sure that if any of my readers wish to read this book on 
Russia and they will address— 

Mr. Ivy Lee 
111 Broadway 
New York City, 


requesting a copy, he will be glad to send one, postage 
prepaid and without charge. There is nothing small 
about Ivy Lee—not even his publicity fees! 


* * * 


Samuel Pepys, in London, in 1660, started a diary 
that has proved to be invaluable as a record of the daily 
life and customs of the times. Pepys wrote about all 
sorts of things—not only the great people he met but the 
prices of food, his quarrels with his wife and how he 
filled up his days. The latter part of his diary was 
written in cipher. This cipher was afterwards deciphered 
and made most interesting reading. 


* * * 


Suppose when Rome was at the height of her power 
and glory, some observant citizen, with the itch to write, 
had sat in his window overlooking the Appian Way and 
had described from day to day what he saw passing 
beneath his eyes. Would such a record not make inter- 
esting reading today? Suppose this Roman had com- 
mented upon the events of the times. Would his point 
of view, as indicating the state of mind of a Roman of 
that age, be worth while reading? Who knows? Pos- 
sibly a thousand years from now these articles in THE 
HarpwarE AGE may be dug up by antiquarians and 
read with great interest as indicating the state of mind 
of an American citizen in the year 1927 when Com- 
munists, in the week following bomb explosions that 
resulted in fatalities,.were given the privilege of free 
speech, even against the Government, while the official 
representatives of the Government sat wearily on their 
horses and speculated as to the length and the number 


of the addresses!! 
x * * 


Imagine the early Christians creeping out of the cata- 
combs in Rome, climbing on a platform in one of the 
public squares of the city and making denunciatory 
orations against the Roman Government! Just stress 
your imagination, dear reader, to the picture of Roman 
centurions, with their spears and swords, standing 
around and allowing the Christians to have all the free 
speech they pleased, but ready to curb them if their 
theories developed any “direct methods !” 

* * a 


We certainly have made progress in the right to free 
speech and in protection of the person, but it does seem 
to an observer of the present day that these rights that 
are so freely accepted are not fully appreciated. 
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60 Year Old Store Trains 
Paint Salesmen Each Year 


(Continued from page 40) 


“We have been doing business on this same site since 
1868. Three generations have traded here. The habits 
of nearly 60 years are not to be broken lightly. We are 
known as a reliable store. Our merchandise is the best 
we can sell for the money. We go out of our way to 
give service to customers, and they appreciate it and 
show their appreciation in the most tangible and satisfac- 
tory way that any merchant can ask—that is, by con- 
tinuing to trade with us. 

“Another thing which we have found of great value 
is that nearly every man in our employ has a specialty. 
In other words, one man is a better paint salesman than 
another, who may be better at stoves or housefurnishings. 
When any question is raised about merchandise, the man 
who is recognized as the specialist is called and invariably 
he is able to straighten out the difficulty and complete the 
sale. 

“Paint is one of our most profitable and fastest turning 
lines. Our stock is ample to all the needs of our com- 
munity and this is generally known.” 


Baseball and Business 


Charles L. Chrest of Baltimore sends the following 
observation regarding the relation of sport to business. 

“Practically every man likes to see a good baseball 
game. The writer, for one, does; and after just having 
seen a good double-header in which there was some ex- 
cellent baseball displayed, I am tempted to compare the 
spirit which prevailed during those two games to the 
man who is in business, or even the fellow who has a 
job and is easily discouraged. 

“There were several fellows sitting near me and they 
were perfectly satisfied with their team as long as they 
scored runs, but when the opposing team gained a lead 
they knocked and grunted. They found many faults 
with the members of the team that had just before 
scored several runs. It is true, I'll admit, and natural 
that the average man likes his team to win. But, and 
this is the point I want to bring out, there are too many 
fellows who can find fault more easily than they can 
praise the other team. 

“The same is true with the man in business. Most 
men are well pleased with the increases shown in the 
sales portion of their ledgers, but when this shows a 
decrease too many of them get disgusted instead of 
scouting around and trying to get the business. Indeed 
it is the man who goes out seriously after the business 
who is getting along today. 

“Too many fellows also get discouraged with their 
jobs when the other team, or the boss, scores. They 
shouldn’t, though; they should dig in harder and de- 
termine to give the boss the best that’s in them. 

“Indeed there are too many of us who will not give the 
other team the proper amount of praise. We are, by far, 
too willing to allow ourselves to get disgusted.” 


One of the most successful writ- 
ers of business letters in the country 
considers that his one best bit of 
advice is: “Talk You and not /.” 
Practically every successful teacher 
of salesmen does the same thing ; and 
most successful salesmen follow the 
advice. 









The Real METAL ene 


in Paste Form— 
Packed in 
Collapsible Tubes 


“Results Equal to Wire 
or Bar Solder.” 













The Greatest Soldering Con- 
venience Ever Invented~ 
Every Electrical Connection 
_orIntricate Job Needs ~ 
SOLDERALL. 


* THE SOLDERALL C0., Newark, N.J. 











Style A Style B Style N 


Straight End Cut 
with Nut Splitter 


CAROLUS CUTTERS 


Handy, time-saving tools for every shop. For splitting rusty and jammed 
nuts or for cutting bolts—either straight or end cut, with nut splitter. 
Three styles, all sizes. Tool steel jaws; tough cutting edges. 

If your jobber cannot supply you write us direct for literature and prices. 


CAROLUS MANUFACTURING CO. ® Sterling, Illinois 
Sales Representatives—Surpless, Dunn & Co. 


Straight Cut Straight and End Cut 














New York Chicago 
Leathe B d e 
12” to 26° longs For Mechanics 


Made of No. 6 
Vhite Duck 
Canvas, bound 
securely with 
good _ wearing 
shoe leather. All 
sewing is lock- 
stitched. Big 
seller to mechan- 
ics and linemen. 


Also Masons’ and 
Electricians’ 
Tool Bags, and 
Plumbers’ Tool 
Rolls and Golf 
Bags. 


Write for Folder. 





1847 Ashland Ave. 


LENDZION LEATHER Goons Co., "Chicago. Il. 











Osborne High Grade Punches 





Arch Punches 
Revolving Punches 
Also: 


Belt Punches 
Spring Punches 


A varied and attractive line for the Hardware Trade. 


Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools. 
The above tools will please your customers, as well as our 


famous Round and Oval Punches. 
Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 


finest quality of materials. 
We stand back of every tool we make. Try us. 


Write for Catalog 
Cc. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 
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Oh) by bidbest craftsman 
ship thes a high ideal of 
uality makes possible 
recise uniformity. 
superior finish 


CRIF IN Hinges ss 


RIFFIN 


Manufacturing Co 





ERIE. PENNSYLVANIA 





ranch Offices, 
45 WARREN ST. - NEW YORK 
555 W. RANDOLPH ST., CHICAGO 
124 PEARL STREET - BOSTON 











Paint Story 


HARDWARE 
AGE 


Hardware Age is read every week by 
merchants who are always ready to give 
a likely product a trial. One of the 
reasons why these men read Hardware 
Age is to keep in touch with what is 
being offered by manufacturers. 


Tell them your Story and keep on telling - 
it. You'll meet with a response that will 
prove to be profitable. 
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THE ELASTIC TIP COMPANY 


@ | RUBBER GOODS AND SPECIALTIES | @ 





370 ATLANTIC AVE., 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 





BOSTON, MASS. 
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Have You Tried “Buffalo” Special 
Galvanized Hardware Grade? 


Some of your customers will demand “Buffalo” 
Standard Galvanized Hardware Grade; others 
will want a cheaper product. In either case you 
want to give them the best possible product for 
their money. 

“Buffalo” Special Galvanized Hardware Grade 
has been designed to fill the need of a good wire 
cloth at a cheaper price. It is not our Standard 
Hardware Grade—never will be sold as such, but 
it is a mighty fine wire cloth for the money, and 
one we are proud to put our name behind. 

Every hardware store has a demand for this 
cheaper grade. Most of them have filled it with 
a cheap inferior product. Now is your oppor- 
tunity to enjoy the increased sales that are bound 
to result from handling, “A Better Wire Cloth.” 


Catalog No. 8-AB sent free on request. 


BUFFALO WIRE WORKS CO., Inc. 


(formerly Scheeler’s Sons) Est. 1869 


518 Terrace Buffalo, N. Y. 


BHO TR. 
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Check Up 
Your Stock 


It is a good plan to occasion- 
ally check up on your wrench 
stock, to see if you are low on 
or out of any sizes. 


Some customers are very 
exacting, and it is poor busi- 
ness to sell a larger or smaller 
size wrench than wanted. 


COES Knife-Handle 
Wrenches come in 6, 8, 10, 12, 
15, 18 and 21 in. sizes. 

Your Jobber carries all 
sizes. 
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COES WRENCH CO. 
“In Business Since 1841” 
Worcester Mass. 


SELLING AGENTS 
T'S WERCARTY BOO voc cerwecs 253 Broadway, New York 
JOHN H. GRAHAM & CO...113 Chambers Street, New York 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 














FOR SALE THROUGH ANY GOOD WHOLE- 
SALE HOUSE 


Wm. Rose & Bros. 
Sharon Hill, Pa. 
Selling Agents 


Wiebusch & Hilger, Ltd. 
New York 


W. ROSE 


Pointing Trowel No. 75 


Especially useful for laying tile, it should be 
displayed in every tool store. The blade is fine steel. 
Shank and handle are right. 
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When You Buy 
Torches 


It always pays to examine the burner 
and pump when selecting a good blow 
torch. They must be made right so 
that the torch will give efficient and 
reliable service. No. 208 Double 
Needle Torch is the standard of com- 
parison. The burner has wonderful 
generating power, producing over 300 
degrees more heat and all burner 
troubles are practically overcome. 
The pump has our patented double 
spring check valve and is quick act- 
ing and powerful. The No. 208 
Torch has Clayton & Lambert quality 
throughout. Jobbers supply our line 
at factory prices. 


Clayton & Lambert 











No. 208 Double Needle Co 
cn anni bien St 
eaubien ° 
Ask for Latest Price. DETROIT, MICH. 


KEYSTONE 







Box Kit Socket Wrench 
Meets the demand for a 
moderate price emergency 
wrench set. 6 sockets and 
handle. Finely finished, 
tapered steel box. Does not 
rattle. 


Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, 
Dunn & Co., New York, Chicago 








Make Your Windows 


Store windows can be dressed very attractively 
if the right material is properly used. 

To combine seasonable merchandise with season- 
able display is to insure sales. 


Such “Combinations” that have proved most 
successful are continually being reproduced in 


Sell Goods 


HARDWARE AGE as being worthy of any live deal- 
er’s consideration. 


Every issue of HARDWARE AGE contains several 


pages of effective window advertising which have 
demonstrated by actual test their pulling power. 


You can apply these suggestions to your business 
with profit. 


Hardware Age, 239 West 39th St., New York City 














Business Is Good 


for 


STEINMAN HARDWARE CO. 
LANCASTER, PENN. 





BECAUSE they properly display their wiiien- 
dise on Heller equipment. 

Having successfully helped thousands of Hard- 
ware dealers make more money, prompts us to 
urge you to write us about your merchandising 


problems. No cost or obligations to ask for and 
receive our suggestions. 
MAIL THIS TODAY 


W. Heller & Co. 700 Bryant St., Montpelier, Ohio 








20 Vesey St.. New York City 
ee NE SES, Sb. bvenen dbee nats seseedeGedndene sabes esate 
ee ONG DS eciivicecs feet wide, ........ feet long 
ED |b. nb gb 0550650 5400604 0409065 bd 006255 CRO a wAE DD DEEE ESSE RS 
BND os 6058 66.0 6b:00 5 0b 0 0bb 66000 605e0eeeee scenes eneeneeenre> 








8/25/27 Hdwe Age 


PA ee Less Y 


Sell ia 


What’s the use of carrying a lot of 
sizes and styles of Tacks that are 
unnecessary? 


{In the ATLAS line of Tacks no 
difference in sizes of less than 
1/16” are necessary. 

And only styles that have proved 
salable are manufactured. 

These facts enable dealers to carry 
less stock, and sell more; because 
ATLAS quality is always in de- 
mand, and full count and weight 
are guaranteed every customer. 


Send for Complete Catalog 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 


The largest and oldest yy ype of Tacks and Small 
Nails tn the world. 


Established in 1810 
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PAINE TOGGLE BOLTS 


“The Most Practical Toggle” 
The Toggle with the “Spring is 


ANY STYLE HEAD 
ANY LENGTH BOLT 


Nickel Plated or Galvanized. 
Having Tried the Rest 
NOW—BUY THE BEST 
Simplest and Quickest 


Samples on request. 
No charge. = 
The Paine Company, 2951 Carroll Ave., Steen Til. 


79 Barclay St., New York City, New York. 
Stock Carried { 915 Bryant St. San Francisco, Calif. 


























The imposing nation-wide list of jobbers handling A-P 
lines is staunch proof of the fact that Allith-Prouty leads 
in Garage Door Hardware, Door Hangers, Overhead Car- 
riers, Fire Door Hardware, Rolling Ladders, Spring Hinges. 


Keep an A-P catalog handy. It will help close 


many money-making hardware jobs. Write for 
your copy today and name of nearest A-P jobber. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 











Win<Dor 
CASEMENT HARDWARE 


For all wood and steel casements 


Direct-Acting Operators 
Combination “ Bolt-Fasts’’ 


Geared Operators 
Casement Stays Screen Hardware 


Send for complete data on types, finishes and prices 


The Casement Hardware Co. 
406-A North Wood Street . Chicago 


CASEMENT HARDWARE HEADQUARTERS 

















——- 


— 





Get this 
Proposition 


For Building 
Hardware Merchants 


Monarch casement hardware 
is designed and manufactured 
tomeet themostexactingneeds. 


Our profit making proposition offers 
the live Building Hardware Merchant 


Monarch control-lock for out- 
swinging casement windows. 
Positive locking—no gears—keys 
or latches. 


ae 


Monarch Automatic Stay for in 
Or outswinging windows. 


an unusualopportunity. Write for 
the details. 
Monarch Casement Check for in Monarch Metal Products Co, 
or outswinging hinged openings. 4960 Penrose St. St. Louis Mo. 


x Makers of the famous Monarch Interlocking Weatherstrip } 

















ROOF GUTTER SUPPORTS 


This illustration sbows, unassembled, one of the many styles of 
eaves trough bangers made by us which may be adjusted every 






Theat hai 
ese are 
widely esol throngh- 


out the United States. 





Write for catalog No. | 
27, whien also illus. he 
trates a da e 10 
conductor hooks and ©] a eo 
fasteners. ry 
se 

Free sample giadip 4 
furnished. { 


L. D. BERGER COMPANY 


61 N. 2d St., Philadelphia, Pa. 























cae Quality 
Products 


Standard of the 
" Industry 


New York Wire Cloth Co. 


Manufacturers of golden and antique bronze, bright copper, 
zinc-coated and black enameled screen cloth 
342 MADISON AVE., NEW YORK 
W orks—York, Pa. 








OFFICE. 











Wire Products 


for every need 


Nails of all kinds, Staples, 
Cambria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 








BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


IBETHLEHEM 
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Classified Opportunities 








ADVERTISEMENT 


WOVEN WIRE FENCING—Sealed pro- 
posals for furnishing 2880 rods or more 
galvanized woven wire fencing 82 inches 
high of No. 9 gauge wire for use as big 
game fence will be opened by the Divi- 
sion of Purchase, Sales and Traffic, U. S. 
Department of Agriculture, Washington, 
D. C., at 2 p. m., August 30. Specifica- 


tions on request. 





BUSINESS OPPORTUNITIES 








WE WILL PAY CASH 


for discontinued or surplus finished products such as 
Hardware—Tools—Cutlery, etc. No quantity too large. 
Wire or write if you have anything for disposal. 


DIXON HARDWARE CORP 
294 LAFAYETTE ST., NEW YORK CITY 











ee 





For Sale. Thoroughly established hardware store on busy thoroughfare 
in progressive city. Stock inventories about $25,000. Turnover $50,000 
yearly. Strictly saleable up-to-date lines, including Marine Hardware, Auto 
Supplies, Fishing Tackles, Paints, etc. Building 24x100 ft., two story and 
basement, with private living apartment, steam heat and all improvements. 
Sidewalk elevator for store. Overland delivery truck goes with business. 
Reason for selling poor health. This is worth investigating. Write, M. P. 
Norwalk, Conn. 








Dunne, 209 Liberty Square, South 

Old established hardware store for sale. Invoice around $10,000. In 
business over forty years in same building. Town of 2.000 located in 
good farming community on three Railroads in Northern Indiana. An ex- 


eason for selling, senior member of firm 


cellent business opportunity. 
care of Harpware Ace, New York. 


died recently. Address Box H-637, 





AN OPPORTUNITY IN FLORIDA. Hardware Business for sale: 
established 12 years in growing tourist town in Central Florida. Good 
clean stock and up-to-date fixtures. Will require $25,000 to handle. No 
trades considered. Investigation is invited. Address Box H-641, care of 


Harpware Ace, New York. 





IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to Industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. NEWTON FAL L S BOARD OF TRADE, Newton Falls, Ohio. 

For Sale. Hardware piers! City of 15,000. 
Leading hardware store. In business over 60 years. Annual business 
around $100,000. Owners have other interests demanding their time. Full 
yarticulars on application. Address Box H-653, care of Harpware Ace, 
New York. 


For Sale. 
tures will invoice about $7,000. 
for selling will be given to interested buyer. 
Harpware Ace, New York. 





North Central Indiana. 











Hardware and Paint Store, located in Towa. 
20,000 population to draw from. Reason 
Address Box H-654, care of 





small 





Wanted to buy stock and fixtures of going retail hardware store, 
southern Michigan, northern New York or central New England. 


live town, 

Must have good reason for selling and stand thorough investigation. Give 
full information first letter. Address Box H-649, care of Harpwarr AcE, 
New York. 





HELP WANTED 








HELP WANTED 








SALES MANAGER WANTED 


Old established company, largest of its kind in the world, seeks a 
man to manage sales of that part of its product destined for home 
consumption, This is a real opportunity for a producing salesman 


acquainted with the bardware jobbing trade, department stores, 
syndicate buyers, etc. Write in confidence to Box H-655, care of 
HARDWARE AGE, New York. 














POSITIONS WANTED 








‘ HELP SPECIALISTS 
FOR THE HARDWARE INDUSTRY 
, ALE AND FEMA 
EVERY APPLIC. ANT INVESTIGATED AnD GUARANTEED 
WOR TEN TIMES THE WEEKLY SALARY INVOLVkw. 


ABBYE EMPLOYMENT AGENCY, INC. 


Remington Building 
113 W. 42nd Street Bryant 7:374-5-6 

















Stock and fix- | 


AVAILABLE SEPTEMBER FIRST. Experienced retail hardware 
executive with successtul record of seventeen years, desires new connec- 
tion. _Has managed business doing $250,000 annually in mill supplies, 
housefurnishings, shelf hardware, and specialties. Student of modern 





merchandising and display methods. Metropolitan territory preferred. 
State full particulars. Address Box H-636, care of Harpware AGE, 
New York. 

MR. MANUFACTURER—Are you getting desired results in Southeast 


ern States? A thoroughly equipped -young man of executive calibre having 
close connection with jobbers this territory for good reasons wishes change 
September 15. *resent remuneration secondary consideration. Highest 
references. Address Box H-648, care of HarpwareE AGeE, New York. 





General Manager of Wholesale and Retail Hardware will be accessible 
September 1. Can handle any and all departments of Hardware, either 
wholesale or retail. Would like to settle in the west, or middle west. 
Thirty years old, married, with family. Can furnish excellent references. 
Address Box H-651, care of HARDWARE Ace, New York. 





Young man with ten years’ experience with manager and jobber of hard- 
ware electrical supplies and appliances, stoves and accessories, wishes to 
make change. Able to take charge of sales office or purchasing wholesale 
or retail. Address Box H-650, care of Harpware Ace, New York. 


SALES REPRESENTATIVES WANTED 








Sales Representatives Wanted in Eastern, Southeastern, Southern, South- 
western and Pacific States. Also Canadian Representative to sell shelf 
hardware line to jobbers only. State territory covered, name of lines 
handled now and references. Address Box H-652, care of Harpware AGE, 
New York. 





EACH STATE for manufacturer of 
Advise territory covered and houses 
care of HarpwaAre AcE, New York. 


COMMISSION SALESMAN IN 
hand tools and hardware specialties. 
represented. Address Box H-638, 





Manufacturer of builders’ hardware has an opening in Chicago and 
vicinity territory. In replying, state lines now carried and houses repre- 
sented. Address Box H-631, care of Harpware AGE, New York. 





MANUFACTURER’S STAINLESS TABLE AND KITCHEN cutlery 
and forged quality scissors desire representation in various territories. 
Following among retailers and department stores especially desirable. Men 
familiar with cutlery will find this splendid opportunity to annex real cut- 
lery representation. Good commissions. Can use man in Metropolitan 
District. also Chicago =a Philadelphia. Address Box H-538, care of 
Harpware Ace, New York 





a 
Wanted — Experienced Hardware Men 


Quotation Men, Esti- 


Managers, 
Clerks, Packers, 


Men of proven ability—Salesmen, 
Shipping 


mators, Stock Clerks, Order Clerks, 
General workers and all office help. 


ABBYE EMPLOYMENT AGENCY, Inc. 


Remington Building 
118 West 42d Street Bryant 7374-5-6 














in every state by manufacturer of hardware 
to call on retail trade and exhibit and 
Mention territory now covered. ral 
Address Box H-628, 


Commission salesman 
specialties and auto accessories, 
sell at fairs and exhibitions. 
commission and splendid opportunity for big income. 
care of Harpware Ace, New York. 





Manufacturer of builders’ hardware has opening for representation in 
several Southern States where trade has been establishe In _ reply- 
ing state exact territory covered, lines now carried and firms represented. 


Address Box H-647, care of HARDWARE Ace, New York. 
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Classified Opportunities 





SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 








Salesmen to sell complete line of Paint Brushes, commission basis, 
Must be acquainted with retail paint and hardware stores. State territory 


in first letter. David Linzer & Sons, 358 Bowery, New York City. 


Sales Representatives Wanted. 
ware dealers, territory adjacent Philadelphia. ‘ ‘ 
person. Chas. M. Ghriskey’s Sons, 504-8 Commerce St., Philadelphia, Pa. 





Traveling salesmen to visit retail hard- 
Write full details or call in 














. ARMSTRONG BROS. 
aI Stocks and Dies Sell Best | 


Handle the Line of Recognized Quality. 
Write for free Catalog showing Complete Line 
of Pipe Tools, sizes, prices, ete. 
ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., 
Chicago, U. S. A. 





Want a Good Hardware Salesman? 
The quickest way to locate one is through an ad 
in the “Classified Opportunities Section” of this 
paper. 
It’s the place where good hardware salesmen look 
first for real opportunities. 











Confidence in Lfaupion, Brand 


Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 

“Licensed under the General Electric 
Company’s Incandescent Lamp Patents.”’ 














Makers of Every Kind 
of Screw, Nut and Bolt 
The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohie 








PITTSBURGH 
fis? Products 


PITTSBURGH PLATE GLASS CO. 


BROWN @© SHARPE 
° suelo) 
Made Best 
They Give Complete Satisfaction 


TRADE MARK Cutalog on request 


BROWN & SHARPE MFG. CO. Providence, R. I., l 


screw “LE NOX” orivers 


| ) eXEsteo 
“The Toots in Lhe Plaid Baw” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


MACK SAWS ~ BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 














Expansive Bits of All Kinde 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 


















Permanent magnet which holds 


Robertson “Horseshoe Magnet” Hammers 
oes ee au 


py a highest offered) at the Panama-Pacific Exposition. 
Good profit. 
Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 











Plain or enameled 


STRATTON "*".in 
HANDLES 


For Small Tools, Utensils, Electricel Goods, Ete. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 











FORSTNER BITS 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


The Forstner Labor-Saving Auger Bit,. unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 

arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is preferable and more 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
/ scroll twist columns, newels, ribbon moulding and mortising, ete. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U.S. A. 











Are You Looking for 
REAL Sales Representatives? 











The Classified Opportunities Section of Hardware 
Age is read every week by the kind of men you 
want to get in touch with. 


It costs little to tell them your story. 
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Are these Boys 
Working for 


you? 





The WC1 Display 
Case contains 59 
fast selling tools. 
















Dealers using 
these attractive 
Crescent Cutouts for 
display purposes re- 
port a marked increase in 
their tool business. They put 
color, action and interest in your 
windows and stimulate sales. 
If you haven’t enough 

Crescent Cutouts or lack 
the Display Case, see 
your jobber or 
write direct. 














CRESCENT TOOL CO. 


CRESCENT 


and Smith & Hemenway 


TOOLS 


Made under the supervision of and guaranteed 
by the originators of the Crescent’Wrench 















2014 Harrison St., Jamestown, N.Y. 








ONES 
COMING 


N the September Hardware Age we 

will announce seven new Presto 
Products. That brings the Presto Line 
up to 10. All ten will be sold only 
thrdugh the Hardware Trade. 


Only the enormous success of Presto Bowl 
Cleaner, Presto Pipe opener and Presto Tile 
and Porcelain Cleaner has enabled us to bring 
out this big exclusive line for hardware 
dealers. 


The quality of Presto Products is superior 
to competing products and the prices are 
lower. That’s what brings customers back 
for Presto Products. Every can of Presto has 
been guaranteed since the first can was sold 
in 1898. 


Get started on Presto now. Be the first to 
handle the ten products. Good profits! Fast 
turnover! Write for our special introductory 
dealer offer. Watch for our big announce- 
ment next month. 








With doors open the 
Fireplace Radiona pre- 
sents the glow and 
comfort of the open 
fireplace. In heating 
ability it far surpasses 
any type of fireplace— 
in beauty this new 
heater surpasses any- 
thing ever cffered in 
portable home _ heating 
devices. 


HARDWARE , 
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Me ve Studied the Folks 
Who Buy Brushes 


And Here’s the Answer 
K 


HE Wooster Condensed 
‘| Catalog will steer you 
clear of overstocking 
and help you meet every 
demand with the proper 
brush at the proper price. A 
standardized, simplified line 
selected from the most popu- 
lar Wooster numbers. You'll 
find its information valuable 
in keeping your brush de- 
partment clean and full of 
fast selling stock for every 











season in the year. 


This catalog lists the most 
profitable brushes ever 
offered—tells you of brushes 
that are so good that count- 
less imitations of them have 
been brought out. Explains 
a manufacturing method that 
makes genuine Wooster 
Brushes cost less than these 
imitations. 


Send for it today! 


SEND FOR 
THE WOOSTER 
The Wooster Brush Co. STANDARD LINE CATALOG 


Since 1851—One Family—One 
Idea—Better Brushes 
Wooster, Ohio 
188 lbs. on 


a Wooster 
Brush —an 
actual test. 


WOOSTER 
BRUSHES 


bist ciate aaa ee FOR PAINTING-VARNISHING—ENAMELING 
LACQUERING—KALSOMINING: 











L a 


The Wooster Brush Co., 
Wooster, Ohio 


Please send, free of charge, a 
copy of the Condensed Stand- 
ard Line Catalog of Wooster 
Brushes. 





PRES ohn. cols ince a Saeiee os Weee 





ee ed SR en re ie ey ae 





rh Poe. 
a et Ee eee Ce a Cae ee 








